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ILLINOIS COMPULSORY “= 
INVESTMENT MEASURE 


Requires 70 Percent of [Illinois 
Premiums Be in IIli- 
nois Securities 


SPONSORED BY SCANLAN 
Meaning Not Clear—Arouses Home as 


Well as Foreign Companies— 
Amendments Expected 





That Illinois compulsory investment 
law, the preparation of which was an- 
nounced in THE WESTERN UNDERWRITER 
several weeks ago, has been introduced 
in the house as bill 466. It aims to ac- 
complish what the Robertson law of 
Texas does but is considerably different 
in its terms. It requires the investment 
of 70 percent of gross premiums on 
Illinois business in Illinois securities in- 
stead of a percentage of the reserve on 
such business. There is a difference of 
opinion as to just what the law means 
and it would probably be necessary to 
have it interpreted by some court if it 
were adopted in its present form. 
However, the opposition that will be 
raised will no doubt result in amend- 
ments if not in defeat of the measure. 
The bill was introduced by William 
Scanlan, chairman of the house com- 
mittee and it is presumed that he spon- 
sors the bill merely by request. Mr. 
Scanlan has always shown a fair atti- 
tude toward insurance business and is 
without doubt ‘open to conviction 
against the measure or at least some of 
its features. 


Would Hit Small Companies 


The bill requires: 


That each and every company now en- 
gaged or that may hereafter engage in 
transacting the business of life insurance 
in the state of Illinois, shall as a condi- 
tion to its right to transact such business 
in this state, invest and keep invested in 
Illinois securities, as hereinafter defined, 
and in Illinois real estate as hereinafter 
provided, a sum of money equal to at 
least seventy percent of the gross amount 
of the premium income received by any 
such company on policies issued on the 
lives or persons residing in this state 
during each year, 


If this means that each company 
shall maintain Illinois investments 
equal to 70 percent of its annual pre- 
mium income the result will be to drive 
companies that now have but a small 
business in the state from its borders, 
seriously curtail the operations of 
young companies or companies that are 
new in the state, seriously curtail the 

(CONTINUED ON PAGE 11) 
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22 STORES—AMICABLE LIFE BUILDING 


AMICABLE 


LifelnsuranceCompany 


WACO, TEXAS 


ONE MILLION DOLLARS 


DEPOSITED WITH THE STATE TREASURER OF TEXAS 


Growth During the First Fifty-Seven Months 


COMMENCED BUSINESS APRIL 2, 1910. 


Net Net 
Capital | Stork- Palicy- 
DATE Stock | holders’| holaers’ 
Surplus | Surplus 
April 2, 1910| $245,050 | $215,837 |§ 460,8871§ 474,657 
- 31, 1910| 281,220 | 265,170 | 546,399| 823,258 
Dec. 31. 1911] 472,580 | 382,889 | 855,469] 1,369,388 
Dec. 31, 1912| 900, 00 | 645,165 | 1,445,165, 1,769,449 
Dec. 31, 1913] 820000 | 651,799 | 1,471.79} 1,967,740 
Dec. 31, 1914] 820.000 | 774,966 | 1,594 96g! 2,285,214 

















Admitted 
Assets 























Net Earned Increased Surplus During 1914 
$123,167 
Per Cent. Dividend Barnet on $820,000 Capital Stock 
0 
Cash Dividend Declared to Stockholders Jan. 2, 1915 
$82,000 
Per Cent. Dividend Declared on $820,000 Capital Stock 
10% 
No Life Company in the United States Under 
Five Years of Age Ever Before Equalled 
Above Record 


ARTEMAS R. ROBERTS 


President 











If you could show a 


Total Abstainer 


where the policy you are sell- 


ing gives him the benefit to 
which he is entitled by being 


a better risk—you could sell 


him, couldn’t youP 


Our T. A. Policy does it. 


Peoria Life Insurance 
Company 


PEORIA 


ILLINOIS 





INSTRUCTED VERDICT 
IN SUIT OF BOSWELL 


General Agent of Security Mutual 
Gets Earned Renewals but 
No Damages 


LETTER HELD NO BREACH 








Almost Every Question on Law of 
Agency Involved in Big Claim 
for Commissions 





The suit of Wm. Boswell against the 
Security Mutual Life, after a trial last- 
ing thirty-one days in the common 
pleas court at Cincinnati before Judge 
Caldwell and the jury, was last Satur- 
day settled virtually in favor of the 
company, Mr. Boswell securing a ver- 
dict for only $30,853. Judge Caldwell 
took the case from the jury and in- 
structed a verdict upon the first cause 
of action, which demanded $250,000 
damages for alleged breach of contract, 
and then rendered the judgment for 
Mr. Boswell upon the fourth cause of 
action for $30,853.59. This was for re- 
newals actually earned with interest. 


Complicated as Well as Important 


The case was one of the most com- 
plicated as well as important contro- 
versies of the kind. Mr. Boswell and 
his attorneys are now preparing for an 
appeal and say that they have just be- 
gun to fight. The company recognized 
the importance of the matter and had 
present a strong array of legal talent 
as well as most of its home office staff, 
including President Dickenson, ex- 
President Jenkins, Medical Director 
Lounsbury, Superintendent of Agents 
Jackson, Attorney Gregory and Mr. 

(CONTINUED ON PAGE 12) 


The Forest City 
Life Agent’s 
Contract 


is a mighty good one. It is di- 
rect with the Home Office—no 
general agent between receiving 
a “rake-off” on the agent’s busi- 
ness. It provides first-year com- 
missions; renewal commissions ; 
exclusive territory, and experi- 
enced insurance men tell us it’s the 


FAIREST CONTRACT 
they have seen. We want good 
agents to whom we will give poli- 


cies and a contract that spell suc- 
cess.Q] Write for details TODAY! 


HOME OFFICE 


ROCKFORD, ILLINOIS 














LIFE 


INSURANCE SECTION 











2. LIFE 


THE WESTERN 


UNDERWRITER. April 8, 1915 








RECORD OF FRATERNALS 


SHOWS BETTER THAN IN 1913 


Increases Considered Remarkable in 
View of Readjustments in 
Premium Rates 


The ‘Fraternal Monitor,” the fra- 
ternal order publication, publishes each 
year statistics of fraternal orders, This 
publication is now out showing results 
for the year 1914 and gives some in- 
teresting figures. 

The total membership of all the or- 
ders at the beginning of this year was 
8,033,382, a net increase of 297,590 mem- 
bers, and the insurance in force was 
$9,394,411,108, an increase for 1914 of 
$71,597,747. 

The new members admitted last year 
numbered 1,000,390 and the amount of 
insurance taken was $986,192,337. In 
1913 the new members numbered 950,- 
470, or 49,920 fewer than in 1914. The 
amount of new insurance in 1913 was 
$935,426,479, or $50,765,848 less than 
last year, 

This is considered a remarkable 
showing in view of the fact that fra- 
ternal rates have gone up very greatly, 
and it was not expected that the amount 
of insurance would be so large during 
the period of readjustment. 

The amount paid beneficiaries in 1914 
was $100,866,775, as against $99,464,361 
in 1913. 

Orders Increase Their Assets 


Fraternal orders are increasing their 
assets ‘rapidly. At the beginning of 
1914 their total assets amounted to 
$209,857,320 and during the year in- 
creased to $239,537,537, or an increase 
of over $29,000,000 in 1914, as against 
an increase of $18,500,000 in 1913. 

The total income last year was $137,- 
326,266 and total disbursements were 
$116,159,789. Twenty years ago the to- 
tal assets of all the societies were about 
$5,000,000. 

The total benefits paid since organ- 
ization aggregate $1,935,188,829, in ad- 
dition to which the social organizations 
have paid in sickness, accident and 
nominal death benefits the sum of $532,- 
135,480, making a total of $2,467,324,309. 
About 100,000 members died last year 
and received an average of $1,000 each. 

————_-2 ee 
Wife’s Right as Beneficiary 


Judge L. W. Halsey, in the circuit 
court at Milwaukee, has ruled that the 
holder of a life insurance policy in Wis- 
consin cannot change the beneficiary 
when the beneficiary is his wife, with- 
out her consent, notwithstanding the 
provisions of the policy. Judge Halsey 
held that in such cases a stipulation 
in the policy permitting the insured to 
change the beneficiary was null and 
vid because it was contrary to a Wis- 
consin law governing cases where the 
beneficiary is the wife. The case in- 
volved a contest between the widow 
and daughters of Michael Keller. 

—————— ee —__ 
Working for “Workable” Fund 


Activity to influence legislation in 
Kansas almost-two years from now al- 
ready has been started by W. J. V. 
Deacon State registrar of vital statistics, 
who is urging the adoption of what he 
calls a workable plan of state life insur- 
ance. Deacon wants the Wisconsin 
plan revised to permit the payment of 
a substantial commission to whoever 
writes the business. 

He also wants rates based on a Kan- 
sas mortality table, claiming the mor- 
tality rate in the state is lower than 
the average. He bases this claim on a 
comparison of the records of vital sta- 
tistics with the American experience 
table. 

— © ae 
Enters New Territory 


The Farmers & Traders Life of 
Syracuse will shortly enter Massachu- 
setts. It is now in New York and 
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Dear Bill:— 
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-An Unusual Ser? 


HINA Ou TIT 


I never knew until recently what splendid opportunities there were 
to render a great service to the world, and in doing it make a good living. 
An unusual sales service and education is offered by a Company which is 
seeking high-grade salesmen. 
makes Life Insurance mighty attractive as a profession. 


P. S.—By the way, I nearly forgot to tell you it’s 


The Phoenix Mutual Life Insurance Co. 


all 


© LUNN 


rv1ice 


Why don’t you look the matter up? It really 


Yours, JACK. 


of HARTFORD, CONN. 
INLAY 
JOHN M. HOLCOMBE, President 


SMM ALL 

















Pennsylvania and is entering Ohio. It 
has so far written about a half million 
of business since starting last Novem- 
ber and business is now coming in 
much more rapidly. 


———— ee 


SHOW WHERE PREMIUMS GO 





Topeka Life Underwriters Answer 
Comment on Vast Sums Taken 
From the State 





Ai.swering some comments on the 
vast amounts that life insurance com- 
panies are taking out of Kansas, based 
on the premiums received and losses 
paid, as shown in the report of the 
superintendent of insurance, the Topeka 
Life Underwriters’ Association has is- 
sued a statement giving some facts. 

It says that eighteen of the legal 
reserve companies mentioned in the 
superintendent’s report, which have 
representatives in Topeka, received from 
their policyholders during 1913 $371,- 
150,000. During the same year they 
paid back to policyholders’ $310,483,000 
and increased their reserves for the 
benefit of their policyholders $107,900,- 
000, making a total amount paid to 
policyholders and credited to the poli- 
cies $418,383,000, or $47,233,000 more 
than the policyholders paid to the com- 
panies. 

The statement sets forth that out of 
each dollar received by these compa- 
nies, either directly from policyholders 
or from interest or rents, the com- 
panies paid 22 cents in death claims, 28 
cents to living policyholders, and set 
aside 38 cents as increase in reserve, 
subject to withdrawal by the policy- 
holders. Thus, 88 cents out of every 
dollar was paid to policyholders or was 
held for their benefit. The remaining 
12 cents went for expense, of which 8 
cents was for agency expense, 2% for 
administration and investment, and 1% 
for taxation and fees. 





THE BEST SELLER 


We have the NEWEST IDEA IN INSURANCE. THE PREFER- 
RED LIFE IS PROGRESSIVE. If you are doubtful, just ask us 
what we have to offer. Wecan CONVINCE you as we have others. 


WRITE FOR THE BEST SELLER 


THE PREFERRED LIFE INSURANCE 


COMPANY OF AMERICA 
GRAND RAPIDS MICHIGAN 











WANTED:—Competent Life Insurance Men 


to represent this Company in the ordinary branch, 
in the states of Indiana and Michigan. Good 
contract for live wires. Our policies are up to 
the minute. 
Address, A. S. Burkart, 
CONSERVATIVE LIFE INSURANCE CO. OF AMERICA, 
South Bend, Indiana 














A PERSONAL INTEREST 


Is taken in every agent under contract with the Central States L ife. 
We have splendid opportunities and desirable territory open in the 
States of Missouri, Kansas, Colorado, New Mexico, Wyoming. Mon- 
tana, Idaho and Utah. 3000 stockholders are located in these states. 

An investigation on your part will demonstrate the wondei ful: 
progress made by the Central States. The Company is financially 
strong, has abundant surplus and i issues salable policies. 

“Nothing succeeds like success” and we offer ambitious men a 
rare opportunity to associate themselves with a conservative, growing 


. company. JAMES A McVOY 
Vice-Pres. & Gen. 





Mgr. 
ST. LOUIS, MO. 











OUR TWO 
SPECIALS 





SECURITY LIFE INSURANCE COMPANY OF AMERICA 


20-Payment Life, Guaranteed Special Cash Payment; 
20-Payment Life, with Diminishing Premiums, can not 


Our Economic 20-Payment Life and Economic Ordinary Life emphasize low rates and high values; 
every policy provision absolutely guaranteed. Capable men desiring an agency connection, address 


W. O. JOHNSON, President 


fail to create a new interest in Life Insurance. 


Rookery CHICAGO, ILLINOIS 
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THE STATE LIFE INSURANCE COMPANY 


INDIANAPOLIS 





UNSURPASSED AGENCY CONTRACTS 
COMPLETE PROTECTION POLICIES 








On agency matters, address: 


CHARLES F. COFFIN, Vice-President 











JACKMAN UNDER J|ARREST 





HUBBARD ACTS AS DETECTIVE 





Gets Chicago Promoter on Charge of 
Obtaining Money Through a Con- 
fidence Game 





William Young Jackman, promoter, 
was arrested in Chicago last Friday 
afternoon on the charge of obtaining 
money by means of a confidence game. 
The specific charge against him is that 
he*sold an interim certificate of twenty 
shares of stock in the Chicago & Mid- 
west Life Insurance Company on Feb. 
19, 1914, to B. C. Randack of Chicago, 
after the corporation had been out of 
existence for more than a year. The 
certificate cost Mr. Randack $600. 

The warrant was sworn out about 
two weeks ago by B. V. Hubbard, re- 
ceiver of the Jackman companies. Mr. 
Hubbard is very well known in Chicago 
as the author of “Casualty Interinsur- 
ance Exchanges,” and of “Interinsur- 
ance Not Insurance,” two books which 
have had a considerable circulation 
among casualty men. . 


_ Stepson Arrested Also 


On Saturday Claude C. Arenz, step- 
son of Jackman, was arrested on a simi- 
lar charge and was placed in the same 
cell with his stepfather. Both have 
since been released on bonds. When 
arraigned for hearing both men asked 
for a continuance and the preliminary 
hearing was set for April 15. At the 
hearing it became known that post 
office inspectors had been searching for 


_Jackman for the past six months, and 


an investigation has been in progress 
to determine whether he was using the 
United States mail for defraud. 


B. V. Hubbard Set the Trap 
The arrest of Jackman was brought 





about through some shrewd work on 
the part of Mr. Hubbard. He heard 
some weeks ago that Jackman was in 
Chicago. From time to time he learned 
where Jackman was said to receive his 
mail, but detectives were never able 
to find him calling for it. Finally Mr. 
Hubbard arranged with a friend down 
south to secure some of his letterheads 
and envelopes and wrote Jackman a 
proposition for selling stock in a new 
trust company, and arranged for a 
meeting with him in Chicago. When all 
preliminaries had been taken care of, 
Mr. Hubbard called Mr. Jackman up 
from the Grace hotel and, using a 
southern drawl, arranged with him to 
meet him at that place for luncheon. 
When Jackman called for him at the 
hotel office a detective took him in 
charge. 
Operations in Chicago 

Jackman’s operations in Chicago 
started about six years ago, after he 
had had experience in promotions at 
Kansas City, St. Louis and Toledo. 
He organized the Interstate Sales Com- 
pany, with a capital of $15,000, to act 
as sales agent for the Chicago & Mid- 
west Life Insurance Company. This 
life insurance company advertised itself 
as “The Giant of the Middle West.” 
Its authorized capital was $1,000,000. 
According to its own estimate it was 
“an institution of merit, with ambitions 
strong and high, reaching out to all 
the people, from the Equator to the 
Arctic, spreading its powerful strength 
east and west of the Mississippi, from 
the Atlantic to the Pacific,” and more 
of the same Sort. 

Starts Another One 


The charter of the Chicago & Mid- 
west Life expired Oct. 23, 1913, because 
of its failure to complete its organiza- 
tion within the two-year period re- 
quired by law. The books showed that 
$253,000 of stock had been sold and 
$187,000 of money obtained, some of the 
stock having gone for promotion pur: 
poses. In spite of the large receipts, 





however, only $1,600 was found to the 
company’s account. 

Following the expiry. of this charter, 
one was secured. for the Chicago Life 
Insurance Company. The first move is 
said to have been the voting to the pro- 
moters of 5,000 shares of stock for ob- 
taining the charter, and for office fur- 
niture, office space, and services per- 
formed and about to be performed. The 
Midwest Securities Company was se- 
lected as the selling agent, and Jack- 
man gave himself $255,000 of the $500,- 
000 of common stock. It is stated that 
he and his associates also voted them- 
selves salaries of $1,000 a month. 


Receiver Appointed 


Late in August, 1914, Mr. Hubbard 
was appointed receiver for the Chicago 
Life on the application of Ira Bell, a 
subscriber to stock. Previous to this 
date Jackman had undertaken the pro- 
motion of the Masonic Athletic Club 
of Chicago, but after some investiga- 
tion the Masons decided not to deal 
with him. The publicity that he got 
in that connection was what stirred up 
stockholders in the Chicago Life. 
When Receiver Hubbard took charge 
of the Chicago Life he was unable to 
get hold of assets of much value, prac- 
tically everything of that sort having 
been taken over by Jackman, who 
claimed that he was entitled to them as 
payment on back salary. Altogether, 
Jackman’s promotions are said to have 
had an authorized capital of something 
like $10,000,000. 

B. V. Hubbard, receiver of the Jack- 
man enterprises, is preparing two suits 
against directors of the Chicago Life, 
one of which is to recover $66,200 which 





he asserts they voted to pay to the 
Mid-West Securities Company for 
notes in payment of stock of the insur- 
ance company. The directors of the 
insurance company were Abram W. AI- 
ger, David S. Beecher, J. B. Chambers, 
M. Kirsch, C. S. Goodwin, S. B. Early, 
Ira D. Buck, Charles E. Bennett, Dr. 
Loren Wilder and Bernard Helms. Dr. 
Wilder, who was medical director of 
the company, says he never attended a 
meeting of the directors; that his name 
was signed to. many things that he 
knew nothing of, and that the minutes 
of the meetings of the board are ficti- 
tious as far as he knows. Stockholders 
who are seeking to recover their money 
or part of it may also include as de- 
fendants in suits those who joined with 
Jackman in applying for charters for 
the companies. 
—————(@22 2 ____ 


Having Remarkable Success 


The Missouri State Life of St. Louis 
is making one of the remarkable records 
of the period among companies of con- 
siderable size. For the ‘first three 
months of 1914 it wrote $8,867,784 and 
during the month of March, $3,596,726, 
or more than $500,000 more than the 
same month last year. It wrote during 
the first three months in the state of 
Missouri alone $1,694,500. 

——————_ 2e 
Joins the Convention 

The Farmers & Bankers Life of 

Wichita, Kan., has been admitted to 


membership in the American Life Con- 
vention. 





The Central Business Men’s Accident Association 


Incorporated under the Insurance Laws of the State of Ohio. 


Home Office, DAYTON, O. 


LIVE AGENTS double their income handling our special low priced, liberal Health and Accident Policies. 
Issued separately and in combination. No time wasted in making collections. Standard Policies—cost $3.00 
per quarter. The prompt payment of claims brings extra business and more money for you. 


Some fine openings in Ohio. Write today. 


J. R. JONES, Secretary. 











ROYAL LIFE INSURANCE COMPANY 


ALFRED CLOVER, President 


INDUSTRIAL AND ORDINARY POLICIES 


Special confidential contracts for Superintendents, Assistant Superintendents and 
Agents in Indiana, Illinois, lowa, Kansas, Kentucky, Michigan, 


Minnesota, Ohio, and Wisconsin 
NOW ORGANIZING A HEALTH AND ACCIDENT DEPARTMENT 


HEAD OFFICE: 108 S. La Salle St., CHICAGO 
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LOW RATES ON POLICIES 


—— 


NEW FORM OF NEW YORK LIFE 


Premiums and Values on Issues Re- 
cently Announced—Comparison 
With Term and Ordinary 


The New York Life’s two new pol- 
icies, “Life Paid up at 65 for Total Pre- 
miums” and “Endowment at 65 for 
Total Premiums,” are the most inter- 
esting new policies that have been is- 
sued in a long time. It is generally 
supposed that they have been issued 
to meet the competition of the low rate 
participating policies of the Metropol- 
itan and Prudential. Agents of other 
companies all over the country are al- 
ready feeling the competition of these 
policies. Not only are they ingeniously 
designed, but they are written at prac- 
tically the net premium. For years the 
Metropolitan’s $5,000 “Business Men’s 
Policy” at nonparticipating rates was 
considered to have reached the limit 
on low net cost, the rate at 35 for $1,000 
being $20.11. The New York Life’s 
rate, participating, is $21.28. These are, 
of course, different policies. The New 
York Life policy is really a combina- 
tion of limited payment and term in 
the case of the life, and endowment 
and term in case of the endowment. 
At age 35 the ordinary life $10,000 pol- 
icy is really a combination of a 30-pay- 
ment life policy in the sum of $6,384 
and a 30-year term policy for $3,616. 


Pigures for Sample Ages 


The rate on the endowment form at 
age 35 is $26.04 and provides for an en- 
dowment at age 65 of $781.20, the total 
amount of the annual premiums. Fol- 
lowing are some of the premiums and 
settlements on both forms at age 65 for 
same ages: 

Life policy Endowment 
Amt pd. Amt. 
up at 

age 65 Cash 

(total value 
. prems.) age 65 

$652.00 $471.50 

5 645.75 467.00 


At age 35 the following is the com- 
plete table of cash or loan values and 
paid-up insurance for both the limited 
payment and endowment policies: 

Paid up at 65 for Endowment at 65 for 
Amt. of prems. paid Amt. of prems. paid 
An. prem, $21.28 An. prem, $26.04 
Cash Paid Cash Paid 
orloan uplife Yrs.inor‘co:.n up life 

value insurance force value insurance 

$ 3 $ 68 42 $ 81 


COOA1N Crm to 


While the policies are participating, 
it is not assumed that the dividends 
will be very large. They are written 
only on the best class of risks and the 
commissions are 20 percent of the first 
year’s premiums, with no renewal. In- 
surance written on this plan does not 
count for Nylic, but counts for half the 
face in the San Francisco contest and 
the full amount in the $100,000 and 
$200,000 clubs. Applications may be 
written at ages 15 to 49 on the life 
policy and from 15 to 39 on the endow- 
ment ferm. The minimum amount 


written is $2,500 and the maximum $25,- 
000. All premiums must be paid an- 
nually and privilege to change to other 
forms is not given. The disability 
clause is not included, 


Aetna’s Low Rate Policy 


The Aetna Life is one of the com- 
panies which has a similar low rated 
policy. It is called the “Premium Re- 
duction” and carries a low commission 
and loading. Many agents of the com- 
pany do not sell this policy and it is 
not carried in the rate book. It is writ- 
ten on the ordinary plan only. The 
following are premiums at sample 


1st year After ist year 


The cash values on this policy are as 
follows at age 35, $1,000; end of 3rd year, 
39; 5th year, $65, 10th . $138; 15th 
year, $221; 20th year, $313. 





PROTEST ON SPECIAL FORMS 


ee 


Resolutions of New York Association 
on Low-rated Policies of Four 
Life Companies 


At the last meeting of the Life Un- 
derwriters Association of New York 
resolutions were adopted expressing the 
view of the association in regard to 
the special low-rated policies of the 
Metropolitan, Aetna, New York Life 
and Travelers, and protesting against 
the use of such forms. The resolutions 
adopted were as follows: 

Whereas, Several companies, namely, 
the Metropolitan, Aetna, New York Life 
and Travelers, have seen fit to put upon 
the market policies carrying an inade- 
quate loading, and 

Whereas, It would be impossible to sup- 
port a company paying a living commis- 
sion to its agents, or give sound protec- 
tion to its policyholders, if such policies 
alone were issued, and 

Whereas, This association believes that 
any company should fix its loading and 
pay such commissions to its agents as it 
sees fit, yet this association thinks that the 
loading fixed, or commissions paid by any 
, mo apaamead should be uniform, be it there- 

ore 

Resolved, That this association goes on 
record protesting to the Metropolitan, 
Aetna, New York Life and the Travelers 
against the continued issuance of such 
competitive policies as they now issue, 
and be it 

Resolved, That this association does ap- 
peal to other companies doing business in 
this state against the proposed issuance 
of such competitive policies as mentioned 
above, and be it 

Resolved, That a copy of these resolu- 
tions be sent by the secretary of this as- 
sociation to all companies doing business 
in this state; to the National Association 
of Life Underwriters, and to the other 
underwriters associations of this state 
asking for their support and cooperation. 


a es 


Big Business in Scott Contest 


The annual “Scott Contest” of the 
Reliance Life of Pittsburgh, held each 
year in honor of Vice-President and 
Secretary H. G. Scott, has been on since 
Feb. 15 and will terminate April 15, 
giving the agents thirty-five working 
days in which to establish their 
records. Last year about $3,000,000 was 
written but up to the morning of March 
30 this year, this record had been 
easily broken with $3,535,000 in new 
business. To the district leading on 


the contest, a three days’ outing will 
be given either at the home office or 
elsewhere and the leading men in the 
other districts will also be invited. The 
company shows a gain of over $1,000,- 
000 for the first quarter of 1914 as com- 
pared with a similar period last year. 
—————@» oe 


TO MEET AT MONTEREY, CAL. 


American Life Convention Selects 
Coast City—Date of Meeting Is 
Sept. 30-Oct. 2 


The American Life Convention has 
decided the time and place of next 
meeting by a referendum vote of the 
members. As a result the annual meet- 
ing will be held at the Hotel Del Monte, 
Monterey, Cal., Sept. 30-Oct. 2. This 
is the week immediately preceding the 
sessions of the World’s Insurance Con- 
gress, which will run from Oct. 4 to 
16. It is expected that the delegates at- 
tending the American Life Convention 
meeting will go to San Francisco in a 
body, following the adjournment of that 
organization, and attend the sessions of 
the World’s Insurance Congress. I[n- 
asmuch as the meeting of the Ameri- 
can Life Convention will call to the 
coast executive officers of many of the 





western and southern companies, it is 
expected that some of the companies 
that have not yet fixed the time and 
place of their agency conventions will 
so arrange them that the officers can 
meet with the agents during their visit 
to San Francisco. 
————2 6 ee - -—_—_<_. 


Carhart Resigns 


Professor Joseph Carhart of Indian- 
apolis, manager of the Columbia Life, 
has resigned on account of his wife's ill 
health, but may later reengage im the 


business. 
iD -- —— — 


McDougall Made Superintendent 


J. A. MacDougal has been appointed 
superintendent for Ohio and part of 
northwestern Pennsylvania for the Re- 
liance Life of Pittsburgh. He will have 
his office in the Swetland building at 
Cleveland. The company will also open 
two branch offices in Ohio in the near 
future. 

—_— 6 a 


Annual Statement Figures 


The Western Life Indemnity’s annual 
statement shows assets $160,447; surplus, 
$67,586; business in force $7,330,928. New 
business last year amounted to $1,681,633; 
premium income, $258,991; total income, 
$276,629; payments to policyholders, $163,- 
564; total disbursements, $278,451. 














warrant such service. 


in force back of it. 


W. J. WILLIAMS, President 





Opportunity 


q A rare opportunity is offered by the Western and 
Southern Life Insurance Company in its newly or- 
ganized Ordinary Department, for General Agents 
in all important cities in the States of Ohio, In- 
diana, Kentucky, West Virginia and Pennsylvania. 


q@ We are looking for men with large personal re- 
cords who are desirous of building up a general 
agency on a safe and conservative basis—who can 
look forward to an independent renewal income, 
and a connection with acompany that appreciates 
long-time service by giving a contract that will 


q This company in its 28th year now adds to its 
already large organization a new department—an 
Independent Ordinary Department — with 
$9,000,000 of assets and $80,000,000 of insurance 


q All correspondence will be held confidential. 


ADDRESS 
G. W. VAN FLEET, Gen’l Mgr. 


Ordinary Department 
Cincinnati, Ohio 


H. W. WANNENWETSCH, Secretary 









































We Buy and Sell Stocks of 


Insurance Companies 


Write us today regarding 
any issue in which you 
may be interested. 


E. McNEAL & COMPANY 
Brokers 


134 So. La Salle St. Chicago 

















Insurance in Force 


Dr. W. O. THOMPSON 


President. 





The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 


An OHIO Company, writing policies on OH'O people and keeping OHIO 
money in OHIO for the development of OHIO industries 


Admitted Assets............ccccceeeee: $ 1,357,118.98 


Surplus to Policyholders . 


New Continuous Monthly Income Policies 
Splendid opportunities for AGENTS in many sections of Ohio. 


15,346,367.00 
320,588.46 


We solicit inquiries from responsible parties . 
G. W. STEINMAN 


Secretary. 
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BUSINESS REALLY GOOD 


FIGURES PROVE STATEMENT 


Reports of Companies for First Quar- 
ter of Year Show Increases 
Over 1914 


Business was better during the first 
quarter of 1915 than during the first 
three months of 1914, with many life in- 
surance companies. Actual figures 
show this to be true and demonstrate 
that the depression has been mental 
rather than real. Some companies are, 
of course, not up to their 1914 record, 
but this would have been true of a few 
no matter if business were considered 
good by everyone. The following re- 
port by individual companies should 
dispel the idea from the minds of agents 
that their opportunities are less than 
they were last year, or that the tem- 
porary setback has not been overcome: 


American Central Life—Total business 
for March was $959,144 and for the first 
quarter $2,554,555. 


American Life, Des Moines—The busi- 
ness of the first quarter amounted to 
$1,070,000, a gain over the business of the 
first quarter of 1914 of 30 percent. Secre- 
tary J. C. Griffith says that everlasting 
7 gets there, no matter what condi- 

ons, . 


Atlantic Life—Business for the first 
quarter of 1915 was considerably in excess 
of that for the corresponding period last 
year, according to Secretary Charles G,. 
Taylor, who is looking for even better re- 
sults at the close of the present quarter. 

Mr. Taylor is particularly well pleased 
with the situation in east Tennessee, 
where several agencies have been planted 
within the past year. 

Connecticut Mutual Life—Business this 
year on an issued basis is running about 
the same as last year. The company does 
not get up figures on a paid basis until 
the close of each year. 

Columbia Life, Neb.—Secretary H. B. 
Mason says that the increase in assets for 
the first three months of 1915 exceeds the 
increase in assets for the first five months 
= 1914, and that business is better all 
along the line than last year. 

Columbus Mutual Life—The volume of 
business for the first quarter of the pres- 
ent year and of last year was about equal. 
Nineteen hundred fifteen started off with 
smaller production, but there has been a 
great improvement, and during March the 
company wrote next to the largest amount 
that it has ever written in any one month 
in its history. 


Farmers & Bankers Life, Wichita, Kan. 
—The written business of the first three 
months amounts to $817,425 as compared 
with $937,645 in the first quarter of 1914. 
James R. Sullivan, vice-president and gen- 
eral manager of agencies, says these fig- 
ures are not to be considered as indicative 
of the general business outlook in the ter- 
ritory in which the company operates. 
Throughout Kansas and Missouri the 
agents have been fearfully handicapped 
by the continual snow and rain which has 
made country roads impassable. All busi- 
ness has been limited strictly to towns, 
and as the majority of the company’s 
agents work in the country districts they 
have been virtually unable to turn a 
wheel. The prospects for a big year were 
never so favorable as for 1915. Kansas 
has just marketed the biggest wheat crop 
that any state ever had, at good prices. 
Another wheat crop which looks as if it 
would be a duplicate of last year’s, is 
coming on with the prospects good for a 
continuation of the high prices. This 
combination is bound to make the life 
insurance business in Kansas better than 
it ever has been at any time in the past. 
The Farmers & Bankers is confidently 
figuring on writing five millions of paid 
for business in Kansas during 1915. Out 
of a production of $274,525 of business in 
March last, $143,525 came in the last ten 
days of the month, and those last ten 
days were only partly good from the view- 
point of the man who has to work in the 
country over country roads. 

Pranklin Life—1915 business was $1,- 
630,000 in the first quarter as against 
$2,140,000 last year. Business began com- 
ing in much better in March and the indi- 














cations are that the company will write a 
considerably larger amount of business 
this year than it did in 1914. 

Fidelity Mutual Life—The March cam- 
paign of the field men resulted in the 
great record of $2,532,429 of business 
written, 

Forest City Life—The company is prac- 
tically 50 percent ahead for the first quar- 
ter of 1915 over the corresponding period 
ot 1914, 

Guardian Life, Madiso Wis.—Paid 
business during the first quarter of the 
present year was $292,500 as against $253,- 
962 for the corresponding period last year. 
General Manager George H. Boissard says 
that the business depression in Wiscon- 
sin, the only state in which the company 
operates, has been largely psychological. 
In a few manufacturing cities there may 
have been some slight letup, but gener- 


ally throughout the state conditions are 
normal. 


erman-A ri 





Life, Bur’ n, Iowa 
—The production for the first quarter of 
1915 was double that of the first quarter 

With spring weather and good 
roads the company looks for a still larger 
increase in business during the second 
quarter. 


La Fayette Life—The first quarter of 
1915 shows gains in all departments over 
the same period of time last year. The 
agency organization is in an excellent 
condition. The company has added ‘to its 
sales force some large men, such as Max 
Stephany, of Kansas; M. E. Andrews, In- 
diana; W. L. Minor, O. C. Bell, W. M. 
Beekly, Addison Waite, C. H. Epperson, 
J. M. Carney, J. E. Hays, Nebraska. 

LaFayette Life, LaFayette, Ind.—Busi- 
ness of the first three months of this year 
totaled $381,167, as compared to $379,846 
in the corresponding period of 1914. 

Massachusetts Mutual—This company’s 
delivered business for the first three 
months of the year was ahead of that 
for the first quarter in 1914. The 1915 
business was $10,305,231 on 4,276 policies, 
and in 1914 it was $10,187,467 on 4,179 
policies, a gain in policies of 97 and in 
amount of delivered insurance $117,764. 

Mutual Life—The Second Vice-Presi- 
dent, George T. Dexter, says that the 
company gives out no figures whatever, 
even yearly, save such as are Official and 
final, but states that the business in the 
first three months has been very satis- 
factory and that the company anticipates 
@ very good year. 

National Life, Vt.—New business for 
the first quarter totaled $6,244,000, which 
is a small increase over the correspond- 
ing period of a year ago. 

Northern Life, Seattle—Its new busi- 
ness for January and February was ahead 
of that of the corresponding month of 
any year in the company’s history. March 
also showed up well. 

Pioneer Life, N. D.—The paid for busi- 
ness of the first quarter of 1914 was $657,- 
721, as against $840,233 for the first quar- 
ter of the present year, a gain of nearly 
$200,000. 


Provident Life & Trust—The new pre- 
miums of the company for the first quar- 
ter of 1915 show an increase of approxi- 
mately $10,000 over the new premiums of 
the corresponding quarter of 1914. As 
compared with 1914 the company has 
written nearly $1,000,000 more life and en- 
dowment insurance during this_ period, 
but has written approximately $2,000,000 
less term. The total business written for 
eae = three months of 1915 is $11,- 


Standard Life, Des Moines—Business 
this year during the the first quarter 
amounted to $269,000 as against $240,000 
last year. January was behind but Feb- 
ruary showed a gain and March showed a 
gain of 50 percent. Secretary T. H. 
Knotts says that the outlook for the year 
is extremely good. 


Southeastern Life, Greenville, S. C.— 
The new business of the first quarter ex- 
ceeds the new business of the first three 
months of 1914. The improved condition 
in the cotton market makes for better 
business, and the company looks for a 
good year. 


United States Annuity & Life—Busi- 
ness received during the first quarter of 
1915 is 10 percent ahead of the business 
of the first quarter of last year. Super- 
visor of Agents H. B. Keck says condi- 
tions are undoubtedly better now than 
they have been for some time, and that 
there is a feeling of general confidence 
that makes it possible for the man who 
goes after it to secure a larger volume of 
business with the same effort thar was 
possible during the latter half of 1914. 
The outlook for 1915 is excellent, he be- 
lieves. 





WANTED—By a strong Pennsylvania Life Insurance 
Company a Supervisor of Agencies for the State of Mary- 
land to secure and organize in Maryland an efficient agency 
force that will produce business. Good salary and travel- 


ling expenses at the start. 


Must 


be a resident of Maryland 


and familiar with all parts of the State. Splendid opportunity 


for proper person. 


Similar position open for State of Ohio. 


Address 93-V, care The Western Underwriter. 














AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 
PRESIDENT 






































A Correspondence 
Course of Instruction 


In Life Insurance 





MONG the many advantages 

enjoyed by representatives of 

THE EQUITABLE LIFE 

ASSURANCE SOCIETY of 

the U. S. is a Correspondence Course 

of instruction dealing with the funda- 

mentals of life underwriting and the 
practical side of field work. 


While the Regular Course of 27 Les- 
sons and Official Answers are reserved 
exclusively for Equitable representa- 
tives, the Preliminary Course consisting 
of 3 Lessons will be sent to anyone 
on request. 





ADDRESS: 


CORRESPONDENCE COURSE BUREAU 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
P.O. BOX 555 NEWYORK CITY 
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ASSOCIATION ACTIVITIES 


RESOLUTIONS CAUSE DEBATE 





Chicago Association Divided on Meth- 
ods to Be Employed in Clean- 
ing Up Business 





Resolutions calling on the state su- 
perintendent of insuranee to assist the 
association in securing information on 
all men engaging in the life insurance 
business, and also in eliminating men 
who have violated the rebate and mis- 
representation laws of the state, caused 
a debate at the luncheon of the Chi- 
cago Association of Life Underwriters 
at the Hotel La Salle, Tuesday noon. 
These resolutions were prepared by a 
committee and sent out with the an- 
nouncement of the meeting. When a 
motion for their adoption was pre- 
sented, Jules Girardin suggested that 
they be referred to a committee of 
seven for further consideration. This 
brought forth views on both sides. 
Some believed that the association had 
been postponing action on everything 
for a long period of time, and that it 
should now get busy and not delay mat- 
ters further. 


Objectors Carry Point 


Others objected seriously to these 
resolutions on the ground that the as- 
sociation could do a lot of work itself 
without the assistance of the state su- 
perintendent, and that it would be in- 
advisable to call on him at this time. 
There was also some objection to the 
fact that the resolutions required that 
no manager or company should employ 
men not members of the association. 
It was felt that this would eliminate 
part time men and others who decline 
to belong to the organization. The 
greatest objection probably came to 
that section which gave to the execu- 
tive committee of the association power 
to take action in all such matters as 
it deemed wise, tending toward the 
elimination of the improper agent. The 
opposition finally carried unanimously 
the motion of Mr. Girardin that the 
matter be placed in the hands of the 
committee. 

Max Lindauer of the Connecticut 
Mutual suggested that the association 
should do all its own disciplining, and 
that if it wanted to clean up the busi- 
ness it proceed to smoke the tree out 
without seeing first that there was a 
hole in the top to let the smoke escape. 
He proposed that members be admitted 
on the satisfactory passing of examina- 
tion, and that managers hire only those 
men who succeeded in becoming mem- 
bers. 

To Continue Luncheons 


This was the first luncheon that the 
Chicago association has ever held and 
proved a big success. There were 
eighty-seven acceptances and more than 
100 attended. For the next luncheon a 
larger room will be secured. From the 
success of the meeting, it is likely that 
hereafter the organization will hold 
monthly luncheons and only one or two 
evening dinners in a year. The plan 
was originated by President George R. 
McLeran., 

The executive committee reported the 
appointment of the following on a com- 
mittee of education: George R. Mc- 
Leran, Home Life; J. F. Oates, North- 
wesern Mutual; Courtenay Barbour, 
Equitable Life; E. A. Ferguson, Union 
Central Life, and Alfred MacArthur, 
National Life, U. S. A. 


Membership Is Now 305 


The following new members were 
admitted: H. A. Clark, Northwestern 





Mutual, Princeton, Ill.; E. J. Cohan, 
New York Life; Leopold Deutsche, 
New York Life; Henry B. Ireland, 
Provident Life & Trust; Frederick M 
Kremer, Northwestern Mutual; Her- 
bert Mackie, Northwestern Mutual; H. 
B. McNamee, Equitable of New York; 
W. B. Millar, Northwestern Mutual; 
Frank M. Spelz, Manhattan; F. H. 
Davis, Equitable; R. S. Bates, Provident 
Life & Trust. The present membership 
of the association, counting all of those 
who are paid up to the February call, 
is 305. 
Will See Bankers 

Members of the association have been 
asked to see the banks with which they 
have dealings regarding the placing of 
a question in all blanks used for in- 
formation purposes on people asking 
loans, as to the amount of life insur- 
ance carried. It has been discovered 
that this question has a very good effect 
in boosting the life insurance business. 

Forbes Lindsay, superintendent of 
agents of the Pacific Mutual Life, who 
was present, was called upon. He ex- 
tended to each member of the associa- 
tion a hearty welcome to Los Angeles 
during the present year, when many will 
no doubt be going to the fair, espe- 
cially at the time of the annual con- 
vention of the National association. 





SPECIAL TRAIN FOR ’FRISCO 





Transportation Committee Completes 
Arrangements to Accommodate 125 
Persons—Cost Will Be $93.50. 





The transportation committee of the 
National Association of Life Under- 
writers has completed arrangements for 
the trip that is to be made to San 
Francisco next August. The annual 
convention of the National association 
takes place in San Francisco Aug. 10- 
12. A special train has been chartered 
and will leave Chicago Aug. 5, accom- 
modating 125 persons. About fifty 
have already signified their intention 
of going, and it is probable that the 
size of the train will have to be in- 
creased. 

Take Overland Route 


The route chosen is that of the fa- 
mous Overland Limited, which is via 
the Chicago & Northwestern, Union 
Pacific and Southern Pacific, through 
Omaha, Cheyenne and Ogden, making 
a side trip to Salt Lake City and Lake 
Tahoe. The equipment of the private 
special will be of the very latest type, 
and will, in fact, be a duplicate of the 
Overland Limited. 

The cost of the trip will be $93.50 
from Chicago, which includes all ex- 
penses up to the time of arrival at San 
Francisco. 

Many of the general agents are plan- 
ning to take their families on the trip, 
and so far about ten have made such 
arrangement. 


CABBAGE DINNER WAS LIVELY 





Membership Contest of Rival Des 
Moines Teams Celebrated With 
Banquet—Turkey Later 





The Iowa Life Underwriters pulled 
off the liveliest program in the history 
of the organization at the Chamberlain 
hotel, Des Moines, Saturday night. It 
marked the occasion of the banquet 
given by the losing team in a red-hot 
membership contest to the winners. 

M. M. Deming of the Kansas City 
Life, as master of ceremonies, seated 
the winners, in charge of E. D. Bream, 
at a table loaded with roast turkey and 








For full information address: 


50 Union Square 


FROM THE 


Fieldman’s Standpoint 


Superior Financial Strength 
Modern and Attractive Policies 
Liberal AGENGY CONTRACTS 
Home Office CO-OPERATION 
are four desirable elements which render representa- 
tion pleasant and profitable. 


The 


Germania Life Insurance Company 
of New York 


has all these as well as other advantages to offer 


to the RIGHT MEN. 
HOME OFFICE 


New York, N. Y. 











Carry a Strong Anchor— 














The 1913 record of the Anchor Life re- 
veals that it has policies that seli. 


In these days of stress and change it 
pays an agent to get firmly attached 
to a permanent company. 


Watch Your Anchor!! 





The Anchor Life Insurance Company 
Indianapolis, Indiana 














OF OES MOINES, IOWA 


Are You Interested? 


In good agency to sell one 
of the best policies written? 


Additional Total 
Indemnity Disability 


PAN-AMERICAN 


LIFE INSURANCE COMPANY 
NEW ORLEANS, LOUISIANA 
C. H. Ellis, President 


Total Insurance in Force - (over).$18,000,000.00 
Total Resources - - - - (over) 2,500 000.00 


We have a few attractive openings for high 
class life insurance men throughout our ter- 
ritory. @If interested, write for full particu- 
lars, also ask for a description’ of our New 
Double Indemnity and Accident Benefit Pol- 
icy. It’s a winner. 


E. G. SIMMONS 
Vice-President & Agency Manager 
Whitney Central Bank Bldg., New Orleans, La. 














Salesmen Make Money 


Having Some- 
thing to Sell 


Receiving Proper 
Co-operation 


Being Connected 
With Live Wires. 


Any “Plug” canmakemoney with 


S. C. PANDOLFO 


San Antonio, Texas 











Nearly $3,000,000.00 in applica- 
tions the first three monthsof 1914. 














Scandia Life Insurance Company, Chicago, Illinois 





WatchUsGrow 


AND 


Grow With Us 


The Only Illinois Mutual Legal Reserve Company 


Once a 
Policyholder 
Always a 
Policyholder 
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accessories. The losers, in charge of 
George Pflanz, were seated in front of 
a mess of cabbage and boiled potatoes 
while a big cabbage head, neatly tied in 
ribbon, was placed at the plate of Cap- 
tain Pflanz. Eventually the losers were 
permitted to taste of the more elabor- 
ate viands. 

Fifty-seven new members were ini- 
tiated, running the membership up to 
125. 

Meyer Proved a Corker 

Rev. C. W. .Lowrie was the first 
speaker after the dinner. He expressed 
his belief in life insurance. . President 
Charles N. Anderson of the association 
introduced as the speaker of the eve- 
ning, J. E. Meyer, manager of the Aetna 
at Minneapolis. Mr. Meyer proved a 
corker. He recited some of his adven- 
tures during his twerity-five years in the 
life insurance game. Whenever he had 
a point that needed illustrating, he had 
the necessary illustration forthcoming. 
He made a plea for higher standards, 
declared his faith in the Golden Rule 
method of doing business and gave the 
twister a terrific lambasting. Rebating 
he declared to be an unmitigated evil 
and asserted that the man who rebates 
loses not only the respect of -himself 
but also of the man he favors. 

Mr. Meyer declared he had less re- 
spect for the man who dies, goes to 
heaven and looks through a crack. to 
see his widow toiling to support her 
six children than for the-man who goes 
to the lower regions and looks up to see 
his wife in comfortable circumstances 
because he had carried life insurance. 

The general agents of Des Moines 
entertained Mr. Meyer at the Grant 
club Saturday afternoon. 


WANT DR. HUEBNER IN OHIO 








Associations at Columbus, Cleveland 
and Cincinnati Ask Text Book 
Author to Make Addresses 





Efforts are being made to secure Dr. 
S. S. Huebner of the Wharton School 
of Finance & Commerce of Philadel- 
phia, to make a three-day tour of Ohio, 
beginning May 10, in the interests of 
the life insurance business. Dr. Hueb- 
ner is an expert on life insurance and 
the author of the life insurance text 
book that is being prepared for the 
National association. The plan for the 
tour is backed by the associations at 
Columbus, Cleveland and Cincinnati. 
The afternoons would be given over to 
a lecture to the students of the uni- 
versities located at the three cities, and 
at night the members of the associa- 
tions would be assembled and given an 
educational talk on life insurance. At 
the Columbus meeting the members of 
the Lima association would be guests. 


WILLET TO VISIT CINCINNATI 








National President on Program for 
June Meeting—Homer’s Wire on 
Advertising Campaign 





_ President H. M. Willet of the Na- 
tional association will be the guest of 
honor at the June meeting of the Cin- 
cinnati Life Underwriters’ Association, 
and Dr. S. S. Huebner of the Univer- 
sity of Pennsylvania will probably be 
the speaker at the May meeting, which 
will be an evening meeting May 10, 11 
or 12. 

The April meeting, which was held 
Tuesday noon, was given up largely to 
a discussion of the advertising cam- 
paign. The committee reported that 
$1,700 had been already subscribed, and 
it is felt that there will be little diffi- 
culty in making up $2,500, if not the 
$3,000 which was originally planned. 
The committee will make a vigorous 
wind-up campaign, and the amount 
which is subscribed by the time of the 
May meeting will be the sum pledged 
to the National committee. Chairman 
W. M. Horner of the National com- 
‘mittee wired the association as follows: 

Over half of the associations have 











- 1912 . 


Splendid non-forfeitable re- 
newal contracts direct with 
Home Office for good pro- 
ducers in Indiana, Ohio, 
Michigan and Pennsylvania 





THE LINCOLN NATIONAL LIFE sorrwavne inpiana 


Comparative Record of Growth for Six Years Ending Dec. 31, 1914 


Year Ending —. Income “— Insurance in Force Surplus to 9 eae 
Dec. 31 
11906 63,698 172,815 1,810,000 152,800 
1908 116,453 295,742 3,520,000 186,200 
1910 183,429 492,991 5,400,000 220,340 


293,596 


1914 § 662,289 = 2,005,453 21,746,000 384,580 


** THE BEST YOUNG COMPANY THE POCKET INDEX TELLS ABOUT”’ 





855,944 8,600,000 323,293 











pledged financial support and practically 
all have passed resolutions endorsing the 
plan. About ten associations are now 
publishing the copy. All are very enthu- 
siastic, notably Syracuse, Columbus, St. 
Louis and Seattie. There is no abatement 
of effort or determination to carry out 
the original plans of the National asso- 
ciation. : 

A national institutional advertisement 
will not be published until a substantial 
sum, probably $25,000 or more, is in hand 
for that purpose alone. This whole move- 
ment will be a success beyond the expec- 
tations of anyone. In the long pull we 
need your financial and moral support 
now. 


President S. P. Ellis was elected as 
representative of the Cincinnati asso- 
ciation to the state council of life in- 
surance associations. 

Among the visitors at the meeting 
was Joel C. Clore, vice-president of the 
Ohio State Life. 


ST. LOUIS CAMPAIGN OPENED 


Advertisements Will Be Placed in 
Newspapers Twice a Week— 
Sample of “Copy” Used 








The St. Louis Association of Life 
Underwriters has begun its advertising 
campaign in the local newspapers and 
the first “copy” was run last week. 
The advertisements will be published 
twice a week. A uniform style will be 
followed and in the lower left-hand 
corner will be shown the emblem of 
the association, an anchor encircled 
with the words, “The Greatest Thing 
in the World.” The association has 
raised $6,500 for the campaign. Fol- 
lowing is the “copy” used in the second 


r advertisement: 


I am the sole support of millions of 
widows and young children. 

I limit the needs of charity, of poor- 
houses, of pauper burials. 

I support millions of old men who trust- 
ed me and gave me a portion of their 
anes in youth, which I have saved for 

em. 

I enable thousands upon thousands of 
middle aged men to go into business for 
themselves and prosper. 

I prolong the period of an individual’s 
production of wealth in case of his pre- 
mature demise. 

I educate the sons and daughters. 

I pay the mortgage on the old home. 

I start the sons in business. . 

I am the associating together of large 
numbers of individuals, each contributing 
a small sum annually, based on age and 
interest rates, in order that I may pay 
stipulated benefits to each individual or 
his beneficiaries at some future date, not 
necessarily at the individual’s death. 

do more for the world than anything 
else in it. 

I replace worry, misery, trouble and 
want with joy, cheer and a clear con- 
science. 

I am Legal Reserve Life Insurance. 

I am the strongest institution, finan- 
cially, on earth. 

I am the Greatest Thing in the World. 





Cleveland, Ohio.—C. M. Lemperly, ad- 
vertising manager of the Sherwin-Wil- 
liams Company, will be one of the speak- 
ers at the monthly meeting of the Cleve- 
land Association of Life Underwriters, to 
be held April 12. Superintendent of In- 
surance Taggart has also been invited to 
make an address at that time. 





New Orleans, La.—President Hugh M. 
Willett of the National association will 
address the Life Underwriters’ Associa- 
tion of Louisiana at New Orleans some- 
time in May. 





Lexington, Ky.—The Bluegrass associa- 
tion, which was organized recently in 
Lexington, Ky., held a banquet April 2, 
several speakers of prominence being on 
the program. G. Chapman Young, of the 
Union Central’s general agency at Louis- 
ville, and president of the Louisville as- 
sociation, and W. H. Harrison, general 





The Company OF the People, BY the People, FOR the People 


THE METROPOLITAN LIFE INSURANCE COMPANY 


Incorporated by the State of New York—Stock Company 
HOME OFFICE: ONE MADISON AVENUE, NEW YORK CITY 





PROOF OF PUBLIC CONFIDENCE 


This Company has more premium-paying business in force in the United States 
than any other Company, and for each of the last seventeen years has had more new 
insurance accepted and issued than any other Company in America. 


THE DAILY AVERAGE BUSINESS DURING 1914 


626 per day in Number of Claims Paid. 8,040 per day in Number of Policies issued and revised for 
$1,708,728 per day in New Insurance issued and revised. $305,754 per day in payments to Policy- 
holders and addition to Reserve. $161,826.87 per day in Increase of Assets. 


OME SPLENDID TERRITORY is 


available in Kansas, Illinois and Mis- 
souri. An old fashioned general agency contract will 
be made with the right man. If you can deliver the 
goods, write American National Assurance Company, 
Syndicate Trust Bldg., St. Louis, Missouri. 


MR.AGENT: A WINNER FOR YOU 


Our New 20-Pay Policy. Cash Return Absolutely Guaranteed 
to EXCEED Total of Twenty Premiums 


Write Us for Sample. Liberal Agency Contracts 


RESERVE LOAN LIFE INSURANCE COMPANY 
INDIANAPOLIS - - - - INDIANA 























The PERFECT PROTECTION POLICY of the RELIANCE LIFE 


gives you something absolutely new and different to talk to your prospects. 
Gives you a chance to earn more money than you are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses known 
to the Insurance World. The Accident and Health gives full protection 
for at least a third less cost than regular casualty companies. Our agency 
contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh “fivi,c:" Pittsburgh, Pa. 


MODERN AND FULLY SHARPENED TOOLS 


A workman has a big advantage when he can work with tools that arein good order. 
A Life Agent must have the best policies to meet the needs of the times. 


He wi] find them in the UP-TO-THE-MINUTE contracts issued by the 


Manufacturers and Merchants Life Insurance Company 
of ROCKFORD, ILLINOIS 








Write us for ; erritory. 














Pensions for Individuals. 

Pensions for Superannuated Em- 
ployees of Business Institutions. 

Pensions instead of Legacies under 
Wills and Trust Agreements. 


We can use a few high grade salesmen 
in this fruitfall, rapidly growing field. 
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agent of the Connecticut Mutual, spoke. 
Frank B. Jones, vice-president of the 
Lexington board of commerce, was also 
on the program. The association plans to 
have a series of dinners, at which other 
out-of-town notables will be present. 





Enoxville, Tenn.—The Knoxville asso- 
ciation has decided to begin an active 
campaign against excessive taxation of 
life insurance, and will arrange a lecture 
course in the public schools on this sub- 
ject. United States Senator Lawrence Y. 
Sherman of Illinois, will be invited to 
speak at a meeting to be held in the near 
future. The association will urge other 
Tennessee associations to join with it in 
> mean of publicity to have the taxes 

ed.. 





Indianapolis, Ind.—The Indiana associa- 
tion has begun its campaign of education, 
by means of articles in the daily press. 
These will appear once a week. The 
association has invited Senator Lawrence 
Y. Sherman of Illinois; W. B. Billheimer, 
inspector of agencies of the Equitable at 
oF aoe 1 genet oan, postmaster 

nati, to make address - 
cial meeting April 26. ee 


Lansing, Mich-——The Lansing associa- 
tion will hold a meeting April 13 
James V. Barry will speak. eR 


Detroit, Mich.—Charles W. Scovel, gen- 
eral agent of the Northwestern Mutual 
Life at Pittsburgh, addressed the mem- 
bers of the Detroit association at their 
meeting ir the Board of Commerce audi- 
torium Tuesday noon. The address was 
attended by members of the board of 
commerce, who had invited Mr. Scovel to 
address them upon hearing that he was 
to be in Detroit. He was to have spoken 
before the underwriters at a dinner at the 
Hotel Cadillac Monday evening, but was 
unable to reach Detroit in time. 

Fh gna Sy a = Pittsburgh will be 
a e May me 
Detroit association. . — 


Springfield, Mo.—The association i - 
ranging for a banquet on the evening of 
April 15, at which all life insurance com- 
Sedienl Sane the city and the 

examine 
be invited rs of all companies will 
t a recent meeting of the a 

the educational work to be couhacied tan 
year was discussed. During April two lec- 
tures will be given by prominent life in- 
Surance men at Drury College and at 
the Springfield Normal School. President 
M. A. Nelson has announced standing 
committees for the year, as follows: 

Publicity and Advertising—M. A. Nel- 
ong. F. =: MoAtee and Jake Marx. 

ation—W. A. McA 
and _ i fore tee, W. A. Banks 
embership—John G. Schul 
ous and C, > Devine. nie sent: 
rogram—F. P. McAtee, Jos 
and Jake Marx. eeisepipemnes 





Madison, Wis.—At the recent meeting 
of the Madison association a resolution 
was adopted favoring a “dry” city. State 
Senator Otto Bosshard was the principal 
speaker. Short speeches and a number of 
songs wound up the affair. 





_ Minneapolis, Minn.—At a recent meet- 
ing of the Minneapolis association a de- 
bate was held on the question “Can a 
Paid-up Life Insurance or an Unmatured 
Endowment Policy Be Profitably Surren- 
dered for the Purpose of Taking Out New 
Insurance?” The negative was discussed 
by W. B. Cheney and F. M. Flory, and the 
affirmative by J. W. Goodwin and I. F. 





Kauffman. A general discussion fol- 
lowed 
Grand Rapids, Mich—At the April 


meeting of the Grand Rapids association 
Rev. J. T. Thomas of the Westminister 
Presbyterian church spoke on the subject 
of “Relation Between Religion and Life 
Insurance.” A letter was read from the 
Insurance Federation of Michigan, urging 
all insurance men to join that organiza- 
tion A business meeting of the Grand 
Rapids association will be held soon, but 
the date has not been decided. 





Columbus, Ohio—The regular April 
meeting of the Columbus association will 
be held at Trinity parish house, Colum- 
bus, on Friday. A dinner will be served. 
The program for this meeting is again in 
the hands of local talent, one feature be- 
ing a talk by C. K. Seibert on “Agency 


The Peninsular Life 
Insurance Company 


has good territory open in Michigan. 
Why not grow and develop with.a 
progressive young company ? 





We have an attractive proposi- 
tion for a district manager. Address 


J.C. ROBINSON, President 
Detroit, Mich. 








T. W. APPLEBY 





CINCINNATI, OHIO 


Albert Bettinger - 


Business in Force $7,500,000.00 and growing 
Surplus to policyholders $625,000.00 and growing 


We want to negotiate with men for Ohio territory. ~ Our policies are good 
—our management conservative. For liberal agency proposition, address 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


- President 


Assets $900,000.00 and growing 


Actuary and Agency Manager 











Accounting.” Other subjects will_ be 
“Life Insurance Commissions for Life 
Insurance Men,” and “Don'ts.” 





Erie, Pa.—At a meeting of the Erie 
County association of Pennsylvania held 


‘recently all the members were in attend- 


ance. Attorney P. Vincent of Erie was 
the principal speaker and gave a talk on 
the benefits of life insurance from a legal 
standpoint. 


——— ri 6 


HAS NEW ASSESSMENT RULING 





Companies Can Get Into North Dakota, 
But Must Keep Up the Full 
Legal Reserve 





The recent opinion rendered by 
Attorney-General Linde of North 
Dakota, holding that assessment life 
companies are not barred from doing 
business in that state, seems to have 
been rather technical. In a _ supple- 
mental opinion the attorney-general 
now holds that section 2923 of the 1913 
compiled laws of the state, applies to 
assessment as well as to old line life com- 
panies. This section requires that the 
policies of the companies be valued on 
the Actuaries table, with 4 percent in- 
terest, and also requires that when the 
funds of a company are not equal to 
the net value of its policies on this 
basis, it shall be the duty of the in- 
surance commissioner to give notice to 
the company and its agents to discon- 
tinue writing business in the state. 

Recently Commissioner W. C. Taylor 
wrote to the three assessment com- 
panies that had been licensed in North 
Dakota, asking them to file certificates 
of valuations made by their home de- 
partment. A newspaper dispatch states 
that two of the three have complied. 

There are a very few assessment or 
stipulated premium life companies 
which put up the full legal reserve on 
their policies, and it appears that such 
companies may secure licenses in North 
Dakota. The other assessment com- 
panies, however, still will be barred 
from the state. The original opinion 
of the attorney-general seems to have 
referred only to the legal form of or- 
ganization. 

In case Commissioner Taylor issues 
a license to assessment life companies 
it is understood that North Dakota life 
men will ask for a restraining order, 
contending that according to the laws 
of the state a number of assessment 
companies are not eligible to do busi- 


ness. 
———“Dteae-———_ 


Florida Life’s New Officers 

Owing to the resignation of Presi- 
dent M. D. Johnson, Treasurer O. S. 
Allbritton and Secretary W. P. Doug- 
lass of the Florida Life, the directors 
have elected John W. Dodge, the gen- 
eral counsel of the company, as presi- 
dent; J. R. Anthony, Jr., as treasurer, 
and M. Marshall as auditor. The offi- 
cers who resigned desired to devote 
more of their time to other business in- 
terests. Mr. Dodge, the new president, 
has been a lawyer in Jacksonville since 
1898. Mr. Anthony is vice-president of 
the Peoples Bank of Jacksonville. 
<P 


Official Changes Made 
Algernon S. Hurt, secretary of the 
Life Insurance Company of Virginia, 
has been promoted to the position of 
vice-president, effective April 1. His 
successor as secretary is A. Carlton 








Warm Personal 
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in that atmosphere. 
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That describes the happy relation 
ide 


Men, and explains why 
both are forging ahead. Maybe 
you could reach a higher success 


Write to— 


The Fidelity Mutual Life 
INSURANCE COMPANY 
Philadelphia, Pa. 

WALTER LE MAR TALBOT, President 
Desirable openings in good territory for the 
right men. 





Dividend, a Penns Mutual Policy, 
con an 


Seem 09 Proposition by pak 
its, is unsurpassed for 
of interest of all members. 


“The Penn Mutual 
Life Insurance Company 
of Philadelphia 


On January 1, 1909, rates were reduced 
and values increased to full 3% reserve. 





A Penn Mutual Premium, less a Pena Mutual 








The Right Agent needs 
The Right Policy for 


The Right Prospect 
All the Time 
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OF BOSTON MASSACHUSETTS. 
J. C. CAMPBELL, State Agent 


for Ohio and West Virginia 
Se. West Cor. State and Third Sts, COLUMBUS, OHIO 
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FIFTY YEARS OLD 


The Provident Life and Trust Co. 


OF PHILADELPHIA 
What is the Best Form of Policy? 


J. THOMAS MOORE, Manager of Insurance Department 
Office of the Company, Philadelphia, Pa. 
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You should be a General Agent 
or a District Manager for the 


Gem City Life Insurance Company 


in Ohio 


Let us tell you confidentially what they are. 


Home Office: DAYTON, OHIO 
“The Business Managed City” 





Policies” in Indiana. 
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UNION LIFE INSURANCE COMPANY 


Home Office: Hammond, Ind. 


INSURANCE SALESMEN, NOTICE:—You can make $100.00 per week 
selling our new “Special Survivorship Bonus Life, Health and Accident 


Address: A. B. Heddington, Pres., Charles F. Williams, Secy., 
COMMERCIAL DEPARTMENT, 813 Chamber of Commerce Building, CHICAGO 
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McKenney, private secretary to Presi- 
dent Walker for the past five years. It 
is also announced that Second Vice- 
President W. L. T. Rogerson will here- 
after have the title of vice-president, 
the idea of the company being to aban- 
don the custom of applying numerical 
designations to the vice-presidents. 
—_———» 6 ee 


GETS OUT NEW POLICY FORMS 





Dakota Life Revises Contracts and 
Rate Books—Completes 
Change of Name 





The Dakota Mutual Life of Water- 
town, S. D., has finally completed 
changing its name to the Dakota Life 
Insurance Company and has just, got- 
ten out new policy forms and rate 
books. The premium rates are not 
changed but the policy has been re- 
vised, with, however, few material 
changes. A number of new term poli- 
cies have been included in the new rate 


ook. 

The Dakota Life is one of the sub- 
stantial and progressive companies of 
the northwest. Its new premiums last 
year were $53,340 and its new business 
$3,496,366. Its renewal premiums were 
$197,322 and it now has insurance in 
force of $8,630,609. Its assets are very 
close to the million mark, being $944,- 
464, of which $601,163 are in mortgage 
loans, and the net interest earned to 
mean invested assets is 6.02 percent, 
‘with mortality ratio of 44.67 percent. 

The Dakota Life is operating in a 
fine territory and is developing into one 
of the successful companies. John B. 
Hanten is president and F. L. Bramble 
secretary. 

————-20e—______ 


A. O. U. W. Arrangements 


The Supreme Lodge of the Ancient 
Order of the United Workmen has re- 
vised its arrangement with the state 
grand lodges. For the last twelve 
years the supereme lodge has been car- 
rying members of the state grand 
lodges which failed. This resulted in a 
high mortality, as new members were 
not coming in. The Iowa grand lodge 
has taken over the membership without 
change in rates, but with a reserve lien 
against each certificate and an addi- 
tional lien to harmonize the differences 
between the death rate in the Iowa 
grand lodge and the supreme lodge. 
Settlements made with the Pennsylva- 
nia and Illinois grand lodges will en- 
able them to pay death claims shortly 
after presentation, instead of waiting 
from fifteen to twenty-four months, as 
in the past. 

—_—_———D tan 


Seek Opinion on Life Fund Law 


By agreement between State Treas- 
urer Henry Johnson and Commissioner 
Ekern, an opinion on the validity of the 
Wisconsin state life fund law will be 
obtained before the treasurer pays the 
$1,000 claim of the heirs of Dr. George 
Keenan, the first policyholder in the 
fund to die. The opinion is expected 
on Wednesday, April 7. In a letter to 
Governor Philipp, Mr. Johnson sug- 
gested that the legislative investigating 
committee pay some attention to the 
state life insurance plan. He said he 
was concerned only with knowing that 
when his office paid out money it is a 
lawful payment. 

———D tea 


Sends Out Daily Honor Roll 


During the month of March the 
Pittsburgh Life & Trust has been hold- 
ing a testimonial contest among its 
agents in honor of President Baldwin 
and as a result only one month in the 
history of the company has ever beaten 
March in the number of agplications 
and in the number of producjag agents. 

The company ‘also reporis a very 
satisfactory increase for the first quar- 
ter of the year compared to the same 
quarter of 1914, as a result of intelli- 
gent effort to convert the nonproducers 
into producers. In order to facilitate 








this effort a daily honor roll has been 
mailed out to all of the field men, re- 
sulting in the creation of much friendly | H E COLI M BI A LI FER 
rivalry, the agents in New York and 

Ohio running a very close race for new 


business. OF CINCINNATI 


————— i 9- <a 


: i Is prepared to give Old Time General Agency Contracts for a Few Im- 

eeree eee portant Fields Still Open. Company Old Enough to be Settled in Its Policy; 
Thomas J. McKenna, Jr., assistant Big Enough, if not the Largest. General Agency Contracts Under Which the 
secretary of the Reliance Life of Pitts- Present Leaders in the Life Insurance World Made Their Success. Only Men 


burgh and head. of the company’s in- with Established Records of Production. Address 
spection department, is using an origi- 


nal system in connection with his work. e e e e ° 
Whenever an inspector’s report is at F. G. CROSS, President, Cincinnati, Ohio 
variance with the report submitted by : 

an agent on an applicant for insurance, 
the inspector’s report is not taken as 
final but two other inspectors are sent 
in on the case and the decision is 
reached after an analysis of all opinions. 














International Life 


Che Big Life Company of TODAY 
with Methods of TOMORROW 


Write us about our T. O. Policies. 
If you are not selling them we are both losing money. 
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MacDonald’s Agents Meet 


South Dakota agents of the American 
Life of Des Moines met in Aberdeen 
last week with G. A. MacDonald, 
agency director, and enjoyed a fine 
banquet at his expense. H. A. Bryan of 
Des Moines, treasurer of the company, 
was present and made an address to the 
agents, He brought out the fact that 
the company has more money invested 
in South Dakota mortgages than in any 
— state, including the home state of 

owa. 


Wiatsworrnonasewon | 1H Conservative Life Insurance Company 


The annual meeting of the eastern ’ 
Illinois agency of the Illinois Life was Wheeling, West Va. 
held at the Inman hotel at Champaign, | Otte Schenk, President Clem E. Peters, Secretary and Treasures 
Ill, last Saturday. Talks on agency C. E. Flanagan, Actuar 
matters were given by P. C. Wharf, ‘ we . 
manager of the Agency, and J. B. 


Hutchinson, K. B. Korrady and R. W. Home of the Multiform Policy 





International Life of St. Louis, Mo. 
MASSEY WILSON, President ‘ 
J. L. BABLER. Vice-Pres. and Gen'l Mgr. of Agencies 








Stevens from the home office. The a ie 2 J ‘ 
business session was held in the after- You Ohio and West Virginia agents, investigate this pop- 


noon, and in the morning a t f . ; 
inspection of the Uaenae of Illinois | Ular Policy. We have an agency contract that may surprise 


was made by the entire party. you. Ask for details. 











IOWA—NEBRASKA—SOUTH DAKOTA—Three splendid 
states. Reliable District and Special Agents desired. New company 
with very attractive policy, non-participating, Just entering 
new territory. Address 90-R, care The Western Underwriter. 
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Resources Reserve’ Ins. in Force 


George Washington Life $867,000 $524,000 $6,900,000 
Insurance Company Correspondence invited for direct 


Agency representing Company 
Charleston, West Va. Unusual Liberal Splendid 


in three important cities. 
(Founded 1906) Opportunity Contract Policies 














NOW ORGANIZING—READY FOR BUSINESS JUNE ist 


THE FEDERAL UNION LIFE 


INSURANCE COMPANY OF CINCINNATI 


CAPITAL $100,000 NET SURPLUS $70,000 


Will operate generally throughout Ohio, West Virginia, Kentucky, Tennessee, Indiana and Illinois 
on both the Annual and Monthly Premium Plans. Special plan for taking over Fraternal and As- 
sessment Associations with monthly premiums. Nonparticipating with Premium Reductions. 
Desirable Local and General Agency Contracts, fair to the Policyholder, the Agent and the Company. Managed _ 
by Practical and Experienced Life Insurance Men. Address the Company, 

ST. PAUL BUILDING, CINCINNATI, OHIO 
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INTERESTING EXPERIMENT 

TuE proposal of J. F. Ecan to organ- 
ize a legal reserve life insurance company, 
whose business will be procured through 
organizations, is interesting, to say the 
least. Mr. EGAN’s association with fra- 
ternal societies and also with the monthly 
premium department of the EQUITABLE, 
fits him to work such a plan successfully, 
provided it is workable. 

It is but natural that representatives of 
old line companies should regard the 
agency system as the only method by 
which this class of insurance can be writ- 

‘ten to any great extent. The EQUITABLE 
of London, which has operated without 
agents, has not written any considerable 
amount of business. The Postar LIFE, 
which procures business by mail order, 
has not made very great headway. In 
fact, it was only among the fraternals 
that business has been secured on a large 
scale without the intervention of agents, 
and in the days when the fraternals were 
putting on members most rapidly they 
had the advantage of low rates and of 
the enthusiasm which is usually found in 
comparatively young organizations. In 
more recent years, prominent officers of 
fraternals and students of that class of 
business have pointed out, with regret, 
that it appeared necessary to employ or- 
ganizers and deputies to drum up busi- 
ness very much as the agents of old line 
companies secure it. 

However, it must be recognized that 
conditions have materially changed within 
a comparatively few years. The public 
has been educated to the need of life 
insurance. The work of the agent is not 
to such an extent that of proving to the 
prospect that he needs insurance as it for- 
merly was. The agent’s work now is 
rather to prove to him that he needs it at 
this particular time and should not delay, 
and also to act as counsellor in showing 
him what form of insurance he would 
best take. 

There is no question that the agent is 
needed and that he is going to continue to 
be needed, but there is a question whether 
other methods of selling insurance may 
not also prevail along with the agency 
system. The recent growth of group in- 
surance is a development in that line. 





SAN FRANCISCO, CALIF. 
OCTOBER 4—16 








Where a number of men are willing to 
combine in any sort of a group and save 
the agent the effort of soliciting them in- 
dividually, they feel that they are entitled 
to some part of what the agent would earn 
for the work he would have had to do 
under the old system. The companies 
doing group insurance recognize this in 
making the commissions small. 

While such insurance has been. written 
for the most part on men already organ- 
ized into business or other groups, Mr. 
EcGAn’s plan appears to be be to form 
groups for the particular purpose of writ- 
ing insurance. The working out of the 
plan will be an interesting study as one 
of the developments now going on in life 
insurance which may lead in time to quite 
considerable changes, or, on the other 
hand, may prove that, after all experi- 
ments have been made, there is only one 
way of writing life insurance, and that is 
by the personal solicitation of the indi- 
vidual agent. 





‘AGENTS’ QUALIFICATIONS 

Lest there be misunderstanding as to 
the attitude of the NationaL Con- 
VENTION OF INSURANCE COMMISSIONERS 
and the NATIONAL ASSOCIATION OF INSUR- 
ANCE AGENTS on the subject of agents’ 
qualifications laws, it may be stated that 
the agents’ organization has not any 
specific bill which it is seeking to have 
adopted, nor any specific law which it 
is seeking to have copied. The agents’ 
organization desires a qualifications law 
in every state. The insurance com- 
missioners also favor this, and the New 
Hampshire law was recommended as 
one which has worked well in practice, 
and might be advantageously enacted 
in states which have no provision on 
this important subject. It was not the 
intention of the commissioners that 
where a state already has a good law 
covering this subject, the New Hamp- 
shire law should be substituted. 

Undoubtedly there are many agents 
who would like to have stringent en- 
actments on this subject which would 
require examination somewhat like 
those held for civil service positions or 
for certificates as school teachers. 
Those experienced in legislation, how- 
ever know that it is in vain to look for 
the enactment of such laws at the pres- 
ent time. The public is not ready for 
them. In at least one state there has 
been violent opposition to a law as 
mild in its terms as the New Hampshire 
act. A certain portion of the public 
thinks it gets an advantage from hav- 
ing agents who are without qualifica- 
tions, and that the enactment of such 
a law means the placing of the business 
in the hands of a few men who will 
control it. Hence, it is necessary that 
action on this subject be taken grad- 
ually, as public opinion is ready for it. 

Aside from the subject of taxation, 
which is one on which it is very diffi- 
cult to get any favorable action from 
legislatures, that of agents’ qualifica- 
tions is perhaps the only subject on 
which all classes of agents of high grade 
are united. It certainly appears, there- 
fore, that it would be wise to have fre- 
quent conferences among the executive 
committees of the organizations rep- 
resenting the fire, life and casualty 
agents, with a view to securing the co- 


operation of all these organizations for 
the enactment of such laws. 





Personal Glimpses of 
Life Underwriters 





John Shuff, Cincinnati’s new post- 
master and whilom home office repre- 
sentative of the Union Central Life, is 
no believer in bureaucratic methods. 
Whether John winds up as United 
States senator or as President of the 
United States, he will be a life insur- 
ance man at heart to the end. The 
way John looks at his job, he is only 
representing a_ bigger campany than he 
was before. The Union Central is a 
pretty big company, but the United 
States government is a bigger one, and 
when you represent a company, 
whether it is a public or a private in- 
stitution, it is not Mr. Shuff’s idea just 
to represent it by putting your feet up 
on your desk and waiting for-people to 
come in and see you. Shuff never got 
business that way in his old connec- 
tion and he doesn’t propose to be satis- 
fied with the business that he would get 
for his present company in-the same 
by He goes out after it, as always. 

hen he first became postmaster he 
went out and visited all the substations, 
personally sized them up and got ac- 
quainted with the men. Then he called on 
many of the large concerns that doa big 
business with him and showed how they 
could route their mail so as to get 
quicker service and save the postoffice 
trouble. Instead-of “holding court,” the 
way some postmasters do, for the hun- 
dreds of employes who have complaints 
or differences, or get into trouble, he 
adopted the policy of becoming their 
personal adviser and friend. When 
somebody connected with the postoffice 
gets into trouble, there is just a confi- 
dential little talk between him and John 
and the matter is settled one way or 
the other. 

All this was very well in its way, but 
Postmaster Shuff was not in his real 
element until he took up the postal 
savings department. Then his en- 
thusiasm waxed high. After you get 
$500 saved up in the postal bank you 
can exchange it for a 2% percent in- 
terest-bearing bond, which from a little 
distance looks just like a life insurance 
policy. Then Shuff began working for 
his new company in earnest. Of course 
he has had a rather hard time of it in 
competition with the banks and regular 
insurance companies, because he can 
only pay 2% percent interest, or on 
small amounts, 2 percent. But then 
look at what is back of that bond! All 
the life insurance companies and banks 
in the country put together aren’t as 
safe and strong as the good old United 
States government, and you can draw 
out your money any minute you want 
to without a cent of discount, or take 
it to any bank and borrow the last cent 
on it; Talk about an investment! 
“Boys, it’s the only problem!” 


President William A. Watts of the 
Preferred Life of Grand Rapids and 
Mrs. Watts spent several days in Cin- 
cinnati last week on their way up from 
the south as the guests of Dr. F. G. 
Cross, president of the Columbia Life, 
and Mrs. Cross. Mr. Watts’ old home 
is at Gallipolis, Ohio, and he was edu- 
cated at Ohio Wesleyan University at 
Delaware. He has made a success of 
the Preferred Life and was recently 
promoted to the presidency. The Pre- 
ferred Life is one of the young com- 
panies which stands well in its home 
town, where it has written a large busi- 
ness. It is backed by the “Michigan 
Trust Company” crowd, who are 
among the leading financiers of west- 
ern Michigan. 


Jackson Maloney, superintendent of 
agencies for the Philadelphia Life, is 
of that stature and build so typical of 
the born athlete—of the man who is 
called upon to carry the ball across the 
line for a touchdown in the closing 
minute of play. Mr. Maloney, as a 
matter of fact, however, has never 
played football, but back in his col- 
lege days he did the quarter-mile and 
the high jump to the queen’s taste on 
his varsity track team. He is now mak- 


ing the same success of life insur- 
ance by showing the same staying qual- 
ities in his efforts to build up the com- 
pany’s agency plant. Originally in- 
tending to follow a general business 
career, Mr. Maloney has selected in- 
surance as a life career because he feels 
deeply the great good which his profes- 
sion is accomplishing. He is one of 
the youngest agency men in the coun- 
try. 


William H. Smith, for fourteen years 
superintendent of the Sandusky district 
oi the Metropolitan Life, died last Sun- 
day. Mr. Smith had been ill for three 
months with heart trouble. He is sur- 
vived by his widow and two children. 
Mr. Smith had formerly been with the 
Metropolitan at Dayton and previous 
to that time had served in the regular 
army, retiring with the rank of ser- 
geant. 


L. Alexander Mack, president of the 
Weekly Underwriter Company of New 
York, and well known to the underwrit- 
ing fraternity throughout the country, 
has been confined to his home in New 
York for over a month with a severe 
attack of pleurisy. Hé is recovering 
rapidly, however, and should be back 
to his desk within a short time. 


W. B. Mayfield, president of the 
Texas Life of Waco, died in that city 
last week. He was 77 years old. 

The stranger who would linger un- 
duly in. the office of Vice-President and 
Secretary H. G. Scott of the Reliance 
Life is beyond reproach, for in all the 
city of Pittsburgh there is no cozier or 
better appointed spot. For one thing, it 
is a veritable picture gallery, with pho- 
tographs of dogs predominating, yet 
Mr. Scott is not necessarily a dog fan- 
cier. Once upon a time he was, but a 
single hobby is almost enough for one 
man and Mr. Scott’s hobby is the Re- 
liance Life. 

Recently the company employed an 
“efficiency expert” to look for possible 
waste of time and money in the home 
office, but after several weeks of effort 
the expert had to admit that he hadn’t 
a suggestion to make. 

“But I have learned the life insurance 
business thoroughly in the short time 
that.I have been here,” he confided to 
Mr. Scott, before leaving. 

“Sir, let me congratulate you,’ was 
Mr. Scott’s reply. “I have been in life 
insurance the best years of my life and 
I can’t say that; in fact, I have about 
concluded that to know life insurance 
thoroughly is an ambition I can never 
realize.” 

When the Reliance Life was started 
some thirteen years ago Mr. Scott com- 
menced his “hobby” as a stenographér 
and step by step has worked his way 
up to his present position. At pres- 
ent his day’s work commences at 8:15 
and ends at 5 o’clock, but for years 
these working hours extended into the 
night or lopped over into holidays and 
Sundays. Then his friends and physi- 
cian called a halt and Mr. Scott com- 
plied with their wishes. 

One of the characteristics that have 
endeared Mr. Scott to the men in the 
field is his happy faculty of letter writ- 
ing. Practically all of his personal mail 
is in long hand, for he is a rapid writer 
and enjoys the work. On his desk can 
always be found a stack of cards with 
the names of the company’s new field 
appointments and when any one of 
these new agents sends in his first ap- 
plication, he receives Mr. Scott’s con- 
gratulations in a personally written let- 
ter. It is also said,of Mr. Scott that 
not a letter comes into the home, office 
that he doesn’t see. It is this personal 
touch which accounts in some measure 
at least for the loyalty of the field men 
of the Reliance Life to their company. 
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Sheer accident occasionally places a 
man on a'‘safe footing, but most of us 
must literally fail in success. ~ 
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ILLINOIS COMPULSORY 
INVESTMENT MEASURE 


(CONTINUED FROM PAGE 1) 
business of Illinois companies that have 
little business outside of the home state 
and possibly prevent the organization 
of any new Illinois companies. A com- 
pany with no business on its books 
now would have to put 70 percent of all 
first year premiums into Illinois se- 
curities. As the average initial expense 
of new business will reach 70 percent 
the bill would require the investment of 
surplus in Illinois securities in an 
amount equal to at least 40 per cent of 
all Illinois premiums. 


Might Ultimately Stop Business 


If the bill means, as some insurance 
men construe the wording, that 70 per- 
cent of the premium income each year 
shall be invested as required by the act, 
then no company could operate more 
than in a very limited way, and even 
in that limited way but for a limited 
period of time, in Illinois. The require- 
ment for investments would greatly ex- 
ceed the reserve requirements and fur- 
thermore the bill says that companies 
shall keep sums invested in Illinois se- 
curities, providing in no place for their 
release even after the insurance for 
which they were paid has terminated 
either by lapse, surrender or natural 
maturity. 

Section 2 of the bill defines “Illinois 
securities.” 


Annual Reports Required 


Sections 3, 4 and 5 provide: 


That every company engaged in trans- 
acting the business of life insurance in 
the state of Illinois, shall not later than 
Jan. 31, 1915, and not later than Jan. 31 
of each succeeding year, file with the in- 
surance superintendent of the state of 
Illinois, on a blank prepared and furnished 
by him for that purpose, a report show- 
ing the gross amount of its premium in- 
come from policies issued on the lives of 
residents of this state for the year ending 
Dec. 31, 1915, and for each succeeding 
year, and shall also on a blank prepared 
and furnished by the insurance superin- 
tendent for that purpose, file a report 
showing an itemized schedule of its in- 
vestments in Illinois securities, which 
report shall be sworn to by either the 
president or a vice-president and the sec- 
retary of such company. Such reports 
shall contain such other information as 
may be required by the insurance super- 
intendent to determine whether or not 
such company has continuously and in 
good faith complied with this act, and 
for that purpose the insurance superin- 
tendent may, whenever he shall deem it 
proper, require such special or supple- 
mental reports as he may deem necessary. 


$25 a Day Penalty for Default 


If any company engaged in transacting 
the business of life insurance in the state 
of Illinois, fails, neglects or refuses to 
make the reports required by this act, to 
the insurance superintendent, within the 
time specified, or within thirty days after 
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a written notice of such default is mailed 
by the insurance superintendent to any 
such company addressed to its office in 
the state of fMllinois, if such company 
maintains an office in this state, or to its 
principal business office outside the state 
of Illinois, if any such company does not 
maintain an office in this state, and if 
such company fails, neglects or refuses 
to make the investments in Illinois se- 
curities as provided by this act, then in 
either of such cases it shall be the duty 
of the insurance superintendent to issue 
an order prohibiting such company or 
companies from writing new insurance 
within the state of Illinois, until such 
time as any such company shall have fully 
and completely complied with the re- 
quirements of this act, and in addition 
if any such company fails, neglects or 
refuses to comply with the terms of this 
act it shall pay into the treasury of the 
state of Illinois the sum of twenty-five 
dollars for each and every day that any 
such company shall be and continue in 
default, and said penalty shall be fully 
paid into the said treasury before the 
insurance superintendent shall permit any 
such company to write new business in 
this state. The above named — 
may also be recovered by suit to 
brought by the attorney-general in pehalf 
of the people of the state of Illinois, in 
the circuit court of any county in this 
state. In any suit that may be brought to 
recover such penalty or penalties there 
shall be a prima facie presumption sub- 
ject to rebuttal that any default that may 
have been made on the part of any such 
company was intentional, and that the 
notice required by this act to be given 
was given, and the burden of proof shall 
be on the defendant company to prove 
that the reports required by this act were 
properly filed, or that the investments re- 
quired by this act were made as required 
by_this act. 

The provisions of this act shall not be 
pom to apply to fraternal beneficiary so- 
cieties. 


Cox Takes Large Field 


D. Sam Cox of Birmingham, Ala., 
and Atlanta, Ga., has taken a general 
agency contract to represent the Inde- 
pendent Life of Nashville, Tenn.,- for 
Georgia, Alabama and South Carolina. 
For fifteen years Mr. Cox was the rep- 
resentative of a prominent Indiana com- 
pany. 
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Organizing $100,000 Clubs 


Life agents of the Travelers in sev- 
eral states are organizing $100,000 
clubs. The agents in Iowa have such a 
club with eleven charter members. The 
Wisconsin club started with thirteen 
charter members and has a number of 
aspiring candidates. George W. Graves 
of Marinette is the president of the 
Wisconsin club. The company reports 
that similar clubs are being organized 
in a number of other states. 
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Business in Texas 


Life insurance business in Texas in 
1914 is reported as follows: 


Company ew Bus In Force 
N. W. National .>. 121,044 1,373,816 
Amarillo Natl. .... 1,542,142 3.9 958,132 
Guarantee, Texas.. 2,854,694 . 13; 589, 406 
Standard, Ga. ..... 58,250 58,2 0 
Reliance .......... 858,16 2,900,744 
U. S. Annuity ..... 33,465 186,137 
Reserve Loan...... 746,000 1,968,582 
Cherokee, Ga. ..... 4,862,000 5,135,000 
PRCRSIOR sic sac 4, 811, 458 3,745,886 
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Weekly Production Bonus 


The United States Annuity & Life of 
Chicago has offered a bonus of $520 to 
each agent who will produce fifty-two 
consecutive weekly applications during 
the present year, and has plans for 
other bonus offers to be made during 
the summer. 
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Devlin Opens Office 


Robert G, Devlin, who was active in 
the organization of the Marquette Na- 
tional Fire and for a short time in the 
promotion of the Ft. Dearborn Life and 
the Ft. Dearborn Casualty oi Chicago, 
and more recently had charge of the 
sale of stock of the Marquette Life of 
Springfield, Ill, has opened an office in 
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“The United States Annuity & Life has put in a 
new scheme to recompense agents who do system- 
atic work. In addition to the regular commis- 
sions, it will pay a salary of $10 a week to every 
agent who sends in at least one application each 
week. This does not mean an average of one ap- 
plication a week, but each week must see one appli- 
cation come in.’’—The Western Underwriter. 


UNITED STATES ANNUITY & LIFE 


INSURANCE COMPANY 
Home Office Chicago, Ill 


Home Office Building TENTH YEAR OF UNINTERRUPTED PROGRESS 
Owned by the Company 


A FINE FIRST QUARTER! 


We closed the first quarter of 1915 with a substantial gain. in de- 
livered business over the first quarter of 1914. 


Some of the reasons: FIRST-CLASS SERVICE of policyholders and 











beneficiaries. Efficient co-operation with our agencies. Unexcelled policy 
contracts—as agents of all Companies know. Low net cost. Strong 
literature. Happy relations between Field and Home Office. Improved 


conditions of general business. 
Occasionally we have a general agency opening. 
JOESPH C. BEHAN, Superintendent of Agencies 
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= s Finest Hotel 


ERNEST J. STEVENS, Manager La Salle at Madison Street, Chicago 


WHERE INSURANCE MEN MEET 


Hotel La Salle ranks first among Chicago 

hotels for its perfect service, elegant equip-. 

ment and comfortable accommodations. Lo- 
cated at the center of the insurance 
district it is the most convenient stop- 
ping place for the busy man. 
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TES; 
ONE PERSON 
Room with detached bath - - - 
Room with private bath - - - - 
Two PERSONS 
Room with detached bath - -- 
Rooms with ‘private bath - - = = $5 to $8 


Connecting rooms and suites as desired 


- $2 to $3 per day 
$3 to $5 per day 


$3 to $5 per day 
per day 














All rooms at $5 or more are the same price 
for one or two persons. 
Hotel La Salle gives more for the price 
- you pay than any other hotel in Chicago 























Ottawa, Illinois : 


The Central Life Insurance Company of Illinois 


Has a few GOOD positions open FOR FIELD 


MEN IN IOWA and MISSOURI : It will pay you to investigate 
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the National Life building, Chicago, un- 
der the firm name of Robert G. Devlin 
& Co. He will handle stocks and bonds 
on a commission basis, limiting his 
stock operations to those of companies 
that are on a dividend paying basis. 


INSTRUCTED VERDICT 
IN SUIT OF BOSWELL 


(CONTINUED FROM PAGE 1) 
Phelps, the Binghamton banker. The 
leading counsel was H. T. Hinman, 
who ran for governor of New York a 
couple of years ago. Mr. Boswell was 
represented by Bettinger & Schmidt. 

Moved for Direct Verdict 


At the close of the evidence for Bos- 
well the defense filed a motion to com- 
pel him to elect upon which of the first 
three causes of action he would pro- 
ceed and he elected to proceed upon 
the first cause, the court then dismiss- 
ing the second and third causes. Upon 
the conclusion of all the evidence the 
defense moved for an instructed ver- 
dict in its favor, claiming that the evi- 
dence disclosed that the letter com- 
plained of (that of Jan. 1, 1912) did not 
breach the contract, but that Boswell 
abandoned the contract himself. Judge 
Caldwell granted this motion. This 
lost the case for Mr. Boswell in this 
court upon the question of damages. 


Finding on Earned Renewals 


The fourth cause of action was apart 
from the three preceding ones and de- 
manded judgment for renewal com- 
missions and the court granted this 
motion, finding for Boswell in the sum 
of $28,482.59, with interest amounting 
to $2,371. There was practically no 
dispute on this question of renewals on 
the business already earned, although 
the company had withheld payment, 
claiming counter damages. 

The trial began March 3 and more 
than 2,000 letters, correspondence be- 
tween Mr. Boswell and the company, 
were offered in evidence. It is esti- 
mated that the bill of exceptions in the 
case, which will be filed within the next 
forty days by the Boswell attorneys, 
will amount to 2,500 pages. 


Many Points Involved 


_Nearly every point that could pos- 
sibly come up in a suit on an agency 
contract was brought out in this case. 
The pivotal point in the case was the 
letter by the company to Boswell of 
Jan. 1, 1912, wherein it stated that 
thereafter the company would pay only 
the commission allowed by the New 
York law, and if Boswell retained more 
it would sue to recover the difference. 
The court decided that this letter was 
not a breach on the company’s part and 
therefore declined to submit the case 
to the jury on the question of dam- 
ages. The court, however, held that 
Mr. Boswell was not bound to write 
the stated amount of $2,900,000 per an- 
num. To understand this it is neces- 
sary to review the contract. 


Review of the Contract 


_The following review is kindly fur- 
nished THE WESTERN UNDERWRITER by 
one of the attorneys in the case: 

The contract was made Oct. 30, 1901, 
and was to continue in force for twenty 
years. It covered the states of Ohio, 
Kentucky, Tennessee and West Virginia, 
and provided that Boswell should produce 
each calendar year $2,900,000 accepted and 
paid-for business, and should receive 70 
percent commission on first year premi- 
ums, and if he produced $2,900,000 in any 
year, then he was to receive an overrid- 
ing commission of 20 per cent, and 10 per- 
cent on renewal premiums for five years, 
and 8 percent for the remainder of the 
premium-paying period; but if he pro- 
duced less than $2,900,000 in any calen- 
dar year, then he was to receive an over- 
riding commission of only 10 percent and 
renewal commissions of only 8 percent 
throughout the premium-paying period. 
Boswell was to. pay all salaries and all 
other expenses of his agency. 


Question Under Armstrong Law 


In 1907 a question arose as to whether 
this contract was affected by the Arm- 
strong iaw of New York, which limited 
the agents’ commissions to 55 percent 
graded downward. The courts of New 
York were appealed to in a friendly suit 
for determination of this question, and 
the whole of the years 1907 and 1908 
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INSURANCE COMPANY. 


PHILADELPHIA 
These are legitimate high grade contracts, issued on the 


Ordinary Life-and 20 Payment Life Plans 


Excellent opening for a few high-class men as GENERAL AGENTS for exclusive 
territory. Only good personal producers, with executive ability to create an Agency 
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DETROIT LIFE 


The Company is on a Sound Financial Basis; 
Having Ample Capital and a Large Surplus; 
Our Policy Contracts are up-to-date; 
We pay Agents Liberal Commissions ; 
We have Good Territory still unassigned ; 
The People are Prosperous. 


No more attractive conditions, for the Agent, exist anywhere. 
Write, and we will tell you how you can increase your income. 


Address M. E. O'BRIEN, President 
Detroit Life Insurance Company, Detroit, Michigan 











elapsed before a final decision was 
reached, which was that the contract was 
unaffected by the Armstrong law. But 
this pending litigation during these two 
years enforced a practical suspension of 
operations under the contract. Neverthe- 
less, at the end of 1911 Boswell had $5,- 
000,000 of insurance in force, written dur- 
ing the first ten years of the contract. 


Different Views on Contract 


During 1911 the claim was made by the 
company that a failure of Boswell to 
write $2,900,000 constituted a breach of 
his contract, which under the Armstrong 
law the company could waive, as such a 
waiver was equivalent to making a new 
contract; while Boswell claimed that he 
Was required only to produce $2,900,000 
of new business to earn his 20 percent 
overriding, and the extra rate of renewals. 

Under pendency of these opposite views 
frequently expressed orally and in letters 
between the parties, the year 1911 came 
to a close without Boswell having pro- 
duced the full amount of $2,900,000 of 
accepted and paid-for business during that 


year. 
Said It Would Bring Suit 


On Jan. 1, 1912, the company wrote 
Boswell a letter wherein it advised him 
that as he had failed to write the required 
$2,900,000 it would thereafter pay him only 
the commissions allowed by the Arm- 
strong law, and if he would retain more 
than the amount of these the company 
would bring suit to recover the difference, 
suggesting that in this way the court 
could determine which was the proper con- 
struction. Boswell not desiring to go into 
a court a second time to establish the 
integrity of his contract and incur a sec- 
cond suspension of operations thereunder 
during the pendency of such a suit, and 
believing his construction of the contract 
to be the correct one, namely, that he was 
not obliged to write $2,900,000 excepting 
only to earn his 20 percent overriding, 
treated this letter as a breach by the com- 
pany, and brought suit. 

The court held with Boswell on the con- 
struction of the contract, but also found 


that the letter of Jan. 1, 1912, did not 


constitute a breach of the contract, and 
withdrew the case from the jury. 


Question on Earned Renewals 


There was another breach of the case. 
There was due Boswell some $30,000 re- 
newal commissions which the company 
withheld from Boswell, claiming that it 
had been damaged in excess of that 
amount by Boswell’s failure to continue 
his prosecution of the agency. But the 
company having failed to produce any evi- 
dence of such damage, the court also took 
this branch of the case from the jury and 
rendered judgment in favor of Boswell for 
these renewals. 


Made New Connection 


Another interesting feature of this case 
was this: Boswell having been frequently 
advised, especially during the latter part 
of the year 1911 of the company’s atti- 
tude toward his contract, and of its sup- 
posed inability to continue the same in 
the event that he failed to write $2,900,- 
000 that year, took the precaution to cast 
about for another agency and during the 
last days of 1911 signed a contract with 
the Massachusetts Mutual for such an 
agency at Cincinnati, dated Jan. 2, 1912, 
but upon the condition that the same was 
not to go into effect if the Security 
Mutual did not carry out its previously 
expressed intention to terminate the con- 
tract for failure to write $2,900,000 of 
insurance. On the evening of Jan. 2, 
1912, he received the letter of the Security 
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A legal reserve Company organized under the Indiana laws, writing insurance on the 
lives of Indiana citizens through Indiana agents. Get our proposition. 
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This Company has caught the spirit 
of the times. It issues policies that have 
an appealing force to the public. 
It is under the management of careful, ex- 
perienced men who appreciate a good agency 
force, and cooperate with them. 
write FRANK A. WESLEY 
(Vice President and Director of Agencies) 
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Old Colony Life Insurance Company 


OLD COLONY BLDG. CHICAGO, ILLINOIS 


Has territory open in Illinois, Wisconsin, Mich- 
igan, Minnesota, South Dakota, Nebraska, 
Oklahoma, Arkansas, Tennessee and Kansas. 


Why be a Sub-Agent if you have the ability and oppor- 
tunity to become a General Agent under a Liberal First- 
Year and Non-Forfeitable Renewal Commission Contract 
made direct with the Home Office? .The Old Colony 
issues a very extensive line of non-participating policies, 
embodying the latest ideas in Life Insurance, at high, 
medium and very low rates to meet, all conditions of 
insurability and competition. For particulars write to 


B. R. NUESKE, Vice-President and General Manager 
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Mutual which was written on Jan. 1, and 
the next day went to work under his con- 
tract with the Massachusetts Mutual, 
where he is still employed. 


Statement From Company’s Side 


The following is a statement of the 
case from the company’s side: 


By the terms of Boswell’s contract he 
was given as _ exclusive territory the 
states of Ohio, Kentucky, Tennessee and 
West Virginia for a period of twenty 
years from October, 1901. It was ex- 
pressly agreed in such contract that Bos- 
well should produce and pay for from this 
territory acceptable business during each 
year amounting to $2,900,000. In the 
year 1911 Boswell was able to write but 
a little over a third of this amount, and 
as it later developed, he began early in 
the fall negotiations with another life in- 
surance company for a contract with 
that company, which the evidence showed 
was actually signed on Dec. 30, 1911. Be- 
cause of a letter dated Jan. 1, 1912, writ- 
ten to Boswell by the defendant company, 
he brought action for damages, and al- 
leged, among other things, as an excuse 
for his failure to produce the required 
amount, that his business had been dis- 
criminated against and harrassed by the 
medical department of the Security Mut- 


ual, 
Comment By the Court 


The court, in directing a verdict for 
the defendant, among other things, stated 
as follows: 

“The court is of the opinion that the 
last clause or section of the letter of 
Jan. 1, which plaintiff claims breaches his 
contract, is as important in the interpre- 
tation as is the clause of the original 
contract beginning, ‘In the event of the 
failure, and it modifies this, and the 
court, by any stretch of imagination, 
can’t find anything in this letter which 
would breach the contract of Mr. Bos- 


ell. 

“Tt is in evidence, or rather, the contract 
provides, that the plaintiff must devote 
his entire time and best energies to the 
business of securing insurance for this 
company, and then, again, ‘In considera- 
tion of the faithful performance of the 
duties and the carrying out of the terms 
of the contract,’ etc. 


Court Sees Breach by Plaintiff 

“Tg there any doubt in any impartial 
mind that Mr. Boswell did not devote his 
entire time and best energies when he 
was spending his time seeking a contract 
with a competitor? No man can honestly 
serve two masters when they are com- 
petitors in the same line of business in the 
same territory for which he is soliciting 
business for them. There isn’t any doubt 
that this contract was signed on Dec. 30, 
and that he spent all of the time, the time 
he left Cincinnati, to the securing of that 
eontract and to the neglect of the de- 
fendant’s business, and in that way broke 
his contract. And even considering that 
this letter did breach his contract, in my 
judgment the defendant would have the 
right; and Mr. Boswell could not recover.” 

“Taking 66 Ohio State, Page 136, the 
court says: ‘To justify a discharge of an 
employe before the expiration of the term 
of employment, it is sufficient for the 
employer to show that the employe was 
guilty of a default in duty whose natural 
tendency was to injure his business,’ and 
that has never been reversed, and is still 
the law. Also, in the opinion of the court, 
no substantial damage has been shown by 
Mr. Boswell, and therefore the motion of 
the defendant for direction of verdict will 
be granted.” 


Computing the Damages 


Two courses were followed in at- 


tempting to prove damages for the can- | 


cellation of the contract. First, it was 
assumed that the normal production by 
Mr. Boswell for the remaining ten 
years of the contract would have been 
$3,000,000 a year. Then expert testi- 
mony was produced as to the probable 
lapses, etc., and Mr. Boswell’s probable 
earnings as general agent for another 
company were estimated and deducted. 
The total estimated earnings under the 
contract were $296,000 and with the 
deductions about $250,000. Of course 
it was expected that the court would 
probably make further deductions, but 
this was the gross amount sued for un- 
der this method of calculation. 
Based on Actual Accomplishments 


The other method was based on what 
had been accomplished by the agency 
in the past, not counting the two years 
during which the suit in the New York 
courts testing the validity of the Arm- 
strong expense limtiation law was in 
abeyance and during which the effi- 
ciency of the agency was impaired. 
Mr. Boswell’s earnings on first year 
commissions, less expenses, were cal- 
culated and then the value of the re- 
newals, less certain expenses, was fig- 
ured and by this method the total of 
damages was brought up to about 
$125,000. 

As the case has been decided, Mr. 





Boswell is given nothing as compensa- 
tion for his contract and merely the 
actual renewals on the business writ- 
ten. The decision was in a few words 
and did not review the legal points in- 
volved, 

———»2—2e—__ 


Gets One, May Get Two More 


The Western Life Indemnity of Chi- 
cago has reinsured the Home Protec- 
tive Association of Indianapolis, an as- 
sessment concern. The company had 
about $700,000 of business in force in 
Indiana. The Western Life Indemnity 
is negotiating with two other assess- 
ment companies and expects to make 
arrangements to teinsure them both 
within the next month. 

—_——— ae 


Buys Home Office Property 


The Girard Life of Philadelphia has 
recently purchased property at 529 
Chestnut St., directly across the street 
from Independence Hall. It is to be 
thoroughly renovated, after which the 
company will use it for a home office. 

2 ea 


Bingham With Fidelity Mutual 


Charles H. Bingham has been ap- 
pointed manager of the Los Angeles 
branch office of the Fidelity Mutual 
Life. Mr. Bingham was formerly an 
agent of the Equitable and later of the 
Mutual Life in Chicago. He went to 
the Pacific Coast twelve years ago, and 
for some time represented the State 
Life in Oregon and Washington. Re- 
cently he has been engaged in other 
business. 

———< 6 a 


Merger Is Completed 


The affairs of the National Temper- 
ance Life of Dallas have been closed 
and the absorption of that company by 
the Southwestern Life has been ap- 
proved by the Texas insurance com- 
missioner. The Southwestern Life will 
maintain the section for total abstainers 
from alcoholic beverages, under the re- 

















HOTEL GIBSON: 


Cincinnati’s Safest—Largest— Best Hotel 
500 Rooms 500Baths Built in 1913-14 


Representing an Investment of over 
Two Million Dollars 


**THE LAST WORD in Hotel Service”’ 
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The Intermediate Life Assurance Co. 
EVANSVILLE, IND. 








This is a progressive age. Why not join the ranks 
of a progressive company that will give you a con- 
tract in either of two states where less than 12% 
of the Insurable population are insured in a legal 
reserve company? Let us tell you more. 














STOCK SALESMEN WANTED 


Men who can qualify will be assigned to choice terri- 
tory. Write giving experience and last connection. 


* FORT DEARBORN LIFE INSURANCE COMPANY 
’ FORT DEARBORN CASUALTY COMPANY 


These companies are backed by big men and will have a 
combined capital and surplus of $4,000,000. 






QUICK SELLER — GOOD CONNECTIONS TO MEN WHO ARE RIGHT 
PEOPLES GAS BUILDING 2 : CHICAGO, ILLINOIS 
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~COLUMBUS, OHIO 
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Lifé Insurance 
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Stipulated Participating Rate Per:$1000 
AGE 40—s1854 
AGE 50—$2824 


AGE 20—31036 


AGE SO — $1336 
One-half the face in event of Total Permanent 
Disability Balance at Death, 


Commonwealth Life Insurance Company 


CHICAGO, ILL. 





Commonwealth Life 
Insurance Company 


Issues an Advance Policy Con- 
tract at a Participating Rate. 


LIVE ILLINOIS PRODUCERS of Protective Life 
Insurance can secure exceptional Renewal Contract 
for Illinois territory by addressing the company. 








and Pennsylvania. 





The Western Life Indemnity Co. 


wants to talk with you about 1915 —something 
attractive for agents in Illinois, Indiana 


Masonic Temple, Chicago, Illinois. 
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Gen. Geo. M. Moulton, President 
J. L. Mitchell, General Agency Manager 
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duced rates formerly charged by the 
National Temperance Life. The entire 
personnel of that company has been 
taken over by the Southwestern Life. 
——— ee 


STOCKHOLDER BRINGS SUIT 





Claim Made That Directors of Mutual 
Were on Stock Company Board 
and Assumed Debt 





The case of Charles A. Howard vs. 
F. B, Gannon et al; involving an in- 
surance transaction, recently came to 
trial at Aberdeen, S. D. In this action 
the plaintiff, a stockholder of the North- 
western Life of Aberdeen, is bringing 
suit on behalf of the company against 
the defendants with the claim that the 
defendants, or at least a majority of 
them, were directors of the Northwest- 
ern Life, a stock company, and that 
Northwestern Life insurance company” 
was a mutual company. The complaint 
alleges that the directors of the mutual 
company became directors of the stock 
company and constituted a majority 
thereof, and that as directors of the 
stock company they, by an agreement, 
which was made with the directors of 
the mutual company, took over the as- 
sets and liabilities of the mutual com- 
pany, causing certain indebtedness of 
the mutual cmpany, which the mutual 
company owed to its directors, accord- 
ing to the plaintiff, to be assumed, 
agreeing to pay for the same and among 
other things, the plaintiff claims that 
the directors of the stock company had 
no authority of law to conduct such a 
transaction, because of the fact that a 
majority of the directors of the stock 
company were directors of the old mu- 
tual company. 

This latter is denied by the defend- 
ants, as the transaction was in every 
way approved by O. S. Basford, then 
insurance commissioner. 

(an tt 
Bars Slayers as Beneficiaries 


Among new Oklahoma laws is one 
prohibiting the beneficiary under an in- 
surance policy, convicted of having 
taken the ‘life of the assured, from re- 
ceiving any benefit of the insurance. 
The insurance company, however, is re- 
lieved of liability if it pays a claim to 
the beneficiary before receiving notice 
that others will claim the benefit under 
the provisions of this act. 

——_—__—__—< 6 ae 
Van Wie Made State Agent 


R. Van Wie has been made agency 
director for the Guaranty Life of Dav- 
enport, Iowa, for South Dakota, with 
headquarters at Aberdeen. The com- 
pany has not been very active in South 
Dakota, but plans an aggressive cam- 
paign with Mr. Van Wie in charge. 
Mr. Van Wie was with the Dakota Mu- 
tual of Watertown, S. D., for several 
years, later being superintendent of 
agents of the Northwestern Life of 
Aberdeen. 

————— ¢ 


Out for Spring Headgear 


The regular monthly meeting of the 
Chicago agency of the Illinois Life was 
held at the Hotel LaSalle last week. 
Nelson M. Lampert, vice-president of 
the Ft. Dearborn National Bank, was 
the chief speaker at the meeting. A 
contest for April was inaugurated. The 
€hieage agency -foree -was divided into 
eight squads, which will compete for 
the largest amount of paid-for business 
during April. All members of the 
winning squad will be presented with 
new hats by the company. 

_— SD Oa 
Business Paid for Advertising 


C. Weinfield, general agent of the 
Northwestern Life at Kansas City, who 
made a splurge in advertising that at- 
tracted considerable attention when he 
came to Kansas City, has been busily 
engaged developing his territory in 
northwest Missouri and has not yet 


department, holds that the Funeral Re- 


satisfactory volume has come into his 
office as a result of the advertising— 
and his name is well known locally 
now. It is said that the business writ- 
ten has more than paid for the expen- 
sive display space bought. 
——————» 0a 
“System” Presents Symposium 


The April issue of the business maga- 
zine, “System,” contains a very inter- 
esting symposium on the subject of 
“Sales That Are Made in the Home.” 
It consists of views expressed by many 
speakers at the last meeting of the 
Association of Life Insurance Presi- 
dents. 

———___—— + ee 
Bans Burial Insurance Plan 


Attorney-General Turner of Ohio, in 
an opinion rendered to the insurance 


form Association of the United States, 
with headquarters at Cleveland, Ohio, 
is engaged in a class of business pro- 
hibited by section 666 of the general 
code of Ohio relative to the insurance 
of burial and funeral expenses. S. W. 
Mather, of Cleveland, is a coffin manu- 
facturer and funeral director. He is 
also vice-president and general manager 
of the Funeral Reform Association of 
the United States, which occupies the 
same rooms as does the casket com- 
pany. The association is a corporation 
not for profit, and its ostensible object 
is to secure to its members and their 
families a saving in burial expenses. 
The married members paid a $3 and the 
single members a $1 fee. 
a 


Has State Insurance in View 


House bill No. 362 in Michigan pro- 
vides for the appointment by the gov- 
ernor of a commission of three persons 
to investigate the facts and conditions 
now prevailing in Michigan in reference 
to all kinds of insurance to determine 
whether such insurance, or any of it, 
can be furnished to citizens by the state. 
The commission is to report at the next 
regular session, or any special session, 
of the legislature. 

—————q@x@2- oe 


Losers Pay for Dinner 


H. Wibirt Spence, Michigan manager 
of the Mutual Life of New York, was: 
the guest of honor at a dinner given at 
the Post Tavern in Battle Creek Tues- 
day, April 6, by the Michigan agents 
of the company in celebration of his 
birthday and the tenth year of his con- 
nection with*the company in Michigan. 

The dinner was the result of a con- 
test started January 1 among three 
teams of the company’s agents, the 
loser to give a dinner. Elmer R. Beers 
of Coldwater was captain of the losing 
team that will stand the expense. W. 
B. Olin was captain of the Detroit 
winning team. 

——————__- 6 a 


To Move Alabama Office 


Announcement is made of the re- 
moval on Aug. 1 of the Alabama state 
agency of the Mutual Life of New York 
from Montgomery to Birmingham. 
James S. Willcox, state manager, will 





bring his entire staff to Birmingham 


at that time, and offices will be opened 
in the Brown-Marx building. Robert 
Lee, who has been serving as district 
manager, will continue in that capacity, 
and his office will be merged with that 
of Mr. Willcox. 

see 


Goes With National, U. S. A. 


F. L. Wilkerson, formerly general 
agent of the Citizens National Life in 
Georgia, has been appointed general 
agent of the National Life, U. S. A., for 
Kentucky, Alabama and eastern Ten- 
nessee. ‘His headquarters are at Nash- 
ville. Mr. Wilkinson’s agency organi- 
zation is a very larg® producer of busi- 
ness. 

———q@q@ee_____ 
April Efficiency Work 


April has been designated as the effi- 
ciency month by the Chicago agency of 
the Mutual Life. In addition to the 
regular Monday morning meeting, a 
short ten-minute meeting is held each 
morning, at which roll is called by the 
manager or assistant manager. The 
agency is furnishing each agent with 
five leads a day, in addition to his reg- 
ular calls. Results so far have been 
very satisfactory. 

———“({qJq0062e-—___ 


Writes $2,000,000 on Soldiers 


The Aetna Life has issued $1,000 20- 
year endowment policies to each of be- 
tween eleven and twelve hundred mem- 
bers of the Toronto contingent of Ca- 
nadian troops. The policies were is- 
sued at regular rates. It is stated that 











Your greatest hopes will not be fully realized 
until you have signed a contract with the 


GERMAN-AMERICAN LIFE IN- 
SURANCE COMPANY of IOWA 


Home Office: Odd Fellows Bldg. 
BURLINGTON, IOWA 


For Information Address 


LOUIS H. KOCH, Vice-Pres. and Gen. Manager 


























POLICYHOLDERS’ DIGEST 
Best book for agents 


THE WESTERN UNDERWRITER 
Cincinnati Chicago 








dition, communicate with 
JOHN J. CADIGAN, Presj 


NEW WORLD LIFE 


‘“*Giant of the Northwest’’ 


CAPITAL—paid in—One Million Dollars 
SURPLUS—Four Hundred Fifty Thousand Dollars 


@ Offers unusual opportunities, just now, to insurance men of ability in 
general and special agency contracts for Washington, Montana, Idaho, 
Oregon, California, Iowa and Illinois. 


@ If you want to move to a healthy climate and better your financial con- 


R. M. MALPAS, Agency Manager, 
‘ P. O. Box No. 27, SPOKANE, WASH. 














THE KIND OF CONTRACTS 


That Made the Old General Agents Rich 


Do you want to better your condition in the Life Insurance 
Business? One of the oldest Life Insurance Companies in this 
country (not doing business in New York), wishes to contract 
with live General Agents in the following states: 


Alabama, Idaho, Indiana, Kentucky, Maryland, Michigan, 
Minnesota, Missouri, Montana, Nevada, North Carolina, Ohio, 
Pennsylvania, Tennessee and Wyoming. 


Liberal contracts to the right men. 
care THE WESTERN UNDERWRITER. 
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made efforts at writing business locally. 
It_is. reported, however, that a quite 





65,000 GOOD PROSPECTS IN MICHIGAN 


Any agent who desires red hot leads for sure business’ should get in touch with the 


Grange Life Assurance Association 


(Old Line Legal Reserve) 


Oakland Building, Lansing, Mich. 


Ready for business March 1, 1915, its stock having been widely distributed among 900 Grange lodges in Michigan. 
Now doubling its capital, the increase also to be sold to its members by high grade stock-salesmen. 
Lowest Rates of any company—most modern policy contracts. 


N. P. HULL, President 
W. 


ALTER W. TAIT, Sales Manager 


Cc. H. BRAMBLE, Secretary 








AMIOmt eh ro 


 , 


— & ei ee + 


niin te a ae 


15 








IL 


JO 


— | 





us 





April 8, 1915 


THE WESTERN 


UNDERWRITER. 


LIFE 15 








the Aetna Life has written about 
$2,000,000 on Canadian troops since the 
war began, but that it does not propose 
to issue any more group insurance on 
these soldiers. 


————_ 2» oe 
MILITARY CLAUSE IS UNIQUE 


Provision in Policies of the Peoples 
Life of Chicago Regarding 
War Service 


The following is the unique military 
or naval service clause in use by the 
Peoples Life of Chicago: 


Military or naval service in war are not 
risks assumed by the company under this 
contract, unless the assured shall cause to 
be sent to the head office of the company at 
Chicago, Illinois, in advance by registered 
mail, a written notice of his desire to be 
classed for one year as a member of the 
company yearly war class, in which class 
no extra premium will be required in ad- 
vance, but the actual losses to the com- 
pany by war will be annually apportioned 
among the members of said class on the 
basis of the amounts insured under their 
eontracts. This apportionment (which it 
is expected will not exceed 10 percent of 
the amount issued in any one year) may 
then either be paid in cash, or charged by 
the company as a lien, with interest, 
against any moneys payable under each 
contract, respectively. Pending such ap- 
pointment, a sum equal to 10 percent of its 
face will be withheld by the company in 
the settlement of each maturing contract. 
Such mailing of notice shall be the svle 
and essential requisite for entrance into 
this war class and in acceptance of its con- 
ditions of membership, and shall act as a 
waiver of ail restrictions against military 
or naval service in war. In the event of 
the death of the insured through service in 
war without membership in the yearly war 
class as thus defined, and without first ob- 
taining a special permit for such service, 
= reserve under the policy only will be 

ue. 


Maryland Life Refunds 


The Maryland Life is paying the 
same dividends this year that it did in 
1914. The company’s dividend year 
begins April 1, 


New Form of Income Policy 


The Pittsburgh Life & Trust will very 
shortly commence issuing a new form 
of income policy. For some time this 
form of insurance has been proyided 
by the company by means of a rider 
attached to its old policy, but in the 
future the regular contract will take its 
place. 

——————_ ee ____ 
Gable Goes to Erie 


Arthur M. Gable has been appointed 
general agent of the Standard Life of 
Pittsburgh in Erie, Warren and Craw- 
ford counties, Pa., with headquarters at 
Erie. Mr. Gable has been on the honor 
roll among the company’s producers for 
several years. 

—————_2 +e 


Mutual Life’s War Losses 


The Mutual Life gives figures on its 
losses in the European war, showing 
that in the first seven months of the 
war the number of death claims re- 
ported, intimated, or heard of, was 
eighteen. The aggregate possible loss 
on‘ these claims is $36,887. 

—__ oe 


Appoints General Agents 


The Reliance Life has appointed W. W. 
Babeock and Harry R. Alm as general 
agents at Chicago. Both will report to 
the Chicago office. They have been big 
producers for the New York Life, Mr. 
Babcock having produced over a quarter 
of a million last year. Mr. Alm is a new 

man in the business, but has written 
$75,000 in the last three months. 


————_»1e 
Is the Date Significant? 


The Ohio State Journal of Columbus, on 
= 1, published the following announce- 
ment: 

Dividend checks for the quarter ending 
April 1, at 1% percent, were issued yes- 
terday py the R. L. Dollings Company. 
In addition to earning the dividend the 
company placetl a large sum inthe sur- 
plus account. 











»_ee——_* 


Parmers National Life, ago—The 
annual statement shows: Assets, $206,- 
iit a= $161,513; unassigned. funds, 
$4,390; surplus to policyholders, $165,904. 
Premium receipts grew last year to $44,- 
641 and the total insurance written was 
$1,337,250, an increase over the written 
business of the year before of a quarter 





million. The insurance in force December 
31 was $1,717,750 

Applications for insurance received by 
the company during March, 1915, were 207 
percent. of the applications received dur- 
ing March, 1914. The cost per $1,000 of 
applications in 1915 was less than 75 per- 
cent of the cost in 1914. 
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Which One Are You? 








A life insurance manager who puts in 
much of his time getting and educating 
agents says that a successful agent 
must have at least one of three quali- 
ties, and the best agents have all three. 
He must either be a salesman, a teacher 
or a missionary. The born salesman, 
or the educated one, for that matter, 
will always get business anywhere. He 
deals with the human element almost 
exclusively, and it doesn’t much matter 
what he is selling, or what he knows 
about it himself, he will get a certain 
amount of business. The school teach- 
er is all right after he has gained the 
approach. Once give him an interview 
and he will explain his policy so clearly 
and thoroughly that he will stand a 
good chance of getting the business. 
His experience in trying to convey 
knowledge to children and young peo- 
ple enables him to present the most 
difficult angles of his proposition, so 
that it is easily grasped. But he will 
have a rather hard time of it unless he 
learns also to become a.salesman in 
the true sense of the word. The mis- 
sionary agent is the man who is car- 
ried along by the force of his ideas. 
With him the notion of doing good to 
some one is predominant, and he is so 
sincere and earnest about it that he is 
given a respectful hearing. If he 
doesn’t really mean it, or is thinking of 
the commission he can make rather 
than of the good he can do, he soon 
wears out. The ideal agent is the one 





who combines all three qualities of | 


salesman, teacher and missionary. The 
teacher agent is the best one to build 


on and develop because he is likely to’ 


have some of the missionary spirit and 
he can acquire the salesmanship. He 
is well grounded, a natural student and 
invariably honest, which last is of great 
importance. Life insurance work is 
usually congenial to teachers and if 
successful they can make more money 
at it than by teaching. 
o* 
LIFE APPOINTMENTS 
Indiana 
Mo. State—T. B. Tucker, Fairland; T. H. 
Slone, Muncie; J. C. Cox, New Castle; P. 
Dull -, R. Paris, Redkey; R.. V. Hin- 
shaw, C. B. Masters and G. F. Meade, Muncie; 
R. T. Schwartz, Kokomo; E. C. lig, J. W. 
Lovett, O. M. Burnett, E. J. Scott and G. S. 
Brewster, Indianapolis. 


Federal—S. C. Armstrong, Indianapolis; H. 
H. Huffman, New Albany; A. D. Gross, Co- 


lumbus. 

Life Ins. Co. of Va.—J. L. Cahill, Terre 
Haute; H. J. Mullen, Indianapolis. 

Mutual, N. Y.—N. J. Jones and S. D. Harris, 
Evansville. 


Penn Mut.—L. W. Mansfield, Muncie; J. R. 
M. on Eaton; F. Wetherbee, Indian- 
apolis 

og L. & T.—L. M. Holloway, Indianapolis. 

W. Mutual—A. V. Lovell, Mishawaka. 
pote Fund, _ —N. Wilson, Brook. 


Lexington—O. O. Schnekenburger, Wolcott. 

Amer. Bankers, Ind.—M. W. McBride, New 
Albany. 

Meridian—J. 


W. Rhodes, Indiana ay 


Scranton—J. E. Cunningham, Page, 
Delphi. 
Travelers—W. Bowers, Indianapolis. 
Michigan 


Aetna—Chynoweth Ins. Agency, Calumet; 
Converse Ins. Agency, Boyne City; Curry Ins. 
Agency, Ironwood; Morrill & Eldridge, Big 
Rapids; A. H. Rose, Evart; Sault Ins. Agency, 
Sault Ste. Fy tty Alger County Ins. Agency, 
en a oe C. Blum, a pal Bodwell Co. 
and Bemis, Grand Rapids. 

Amer, Cent.— Dipman, Detroit. 

Cleveland—John Swiantck, Detroit; H. P. 

Aldrich, Flint; E. H. Richardson, Flint. 

Columb, Natl.—W. E. Miller, Lansing. 

Columbus Mut.—J. E. Kenney, Galien. 

Conn. Genl.—O. J. McQuistion, B. 
and William Naumann, Detroit. 

Detroit—W. H. O’ Brien, r., Ironwood; A. 
R. Kosel, Detroit; National Realty Co., Manis- 
tique; R. C. Drummond, Benton Harbor; Mrs. 
I. L. Barber, Lapeer; G. L. Moore, Munising. 

Equitable, Ia.—A F Engleman, ‘Howard City. 

Equitable, N. Y.—Eugene Brink, Evart; Vin- 
cenzo Feverts. Detroit; Mary F. Harden, | Niles; 
F. R. Wallbrecht, Central Lake; J. W. Cool, 
Trout Lake; F. W. Davis, Houghton; Phil Hupy, 
Gladstone. 

Fidelity Mut.—Robert Wachman, Detroit. 

Grange Life—Eral Preston, Petoskey; Sylcon 


C. Grewe 





Worden, Petoskey; Frank Bushman, Detroit; R. 
N. Seward, Stephenson. 

Illinois—F. . May, Howard .City; Charles 
Salassa, Calumet; Max McKinnon, Port Huron. 

International—H. C. Auer, Cadillac; G, F. 
Cundiff, Kalamazoo. 

Manhattan—Miss_ Hazel Coleman, Detroit. 

_. Manufacturers—Carrie E. Walker, Grand Rap- 
ids; J. P. Werve, Sault Ste. Marie; L. Cc. 
Holden Cedar Springs; F. L. Fenton, a 
Frank Kipp, Lennon; R. C, Begole, A. M. Dodge 
and William Spier, Detroit; C. E. Munro, Jack- 
son, 

Mass. Mutual—A. W. Smalley, Ann Arbor; 
W. L. McKee, Decatur; N.-L. Clancy, Detroit. 

Minn. Mutual— ap Dawson, Saginaw. 

Mut. Benefit— Johnson, Coldwater; F. 
C. Cole, Wells; W. J ee Douglas. 

Mutual, N. Y.—A. J. Wellman and A. J. Mc- 
Donald, Port Huron; - we Abbott, Detroit. 

New York—W, H. Bowen and J. J. Caveney, 
Detroit. 

Northern, Mich—H. W. Smith Vassar; Her- 
bert Jacques, Eg ot Henry Schreiner, Frank- 
enmuth; A. Johnstone, Cadillac; L. Mark 
and Fred RAR Jr., Detroit; S. Cc. Palmer, 

udson, 

North Amer., Ont.—Mrs. Agnes D. Balinger, 
Detroit; Miss P. L. Barney, Detroit; Ernest 
Beerstecher, Kalamazoo. 

. Mutual—Charles Pratt, Goodells; J. E. 
Storer, “Flint; Bergman, Bark River; 
Thomas Pascoe, Negaunee. 

Old Colony—W. H. Cook, Ironwood. 

Old Line—Margaret Kimball, Escanaba; S. J. 
McCabe, Sagola. 

Peninsular—J. P. Jacobson, Montague. 

Penn Mut.—J. W. Marthen, Kalamazoo. 

Phoenix Mut.—C. E. Peck, Port Huron. 


Preferred—R. J. Barrus, Ovid; F. T. Sloan, 
Mears. 
Reserve Loan—G. D. Kolmer, Detroit. 
———_-@r_ee 


LIFE NOTES 


J. H. Brock, managing director of the 
Great Western Life at Winnipeg, died 
recently at Long Beach, Cal. 


The home office building of the North- 
ern Life of Seattle is nearing completion 
and the company expects to occupy it 
about June 1. 

George B. Hervey, agency superin- 
tendent of the American Central Life for 
Pennsylvania, has moved from Philadel- 
phia to Pittsburgh. 

Dr. George Clifton Hall, medical direc- 
tor of the Life of Virginia, and Mrs Alice 
Tinsley Dickinson, were married in Rich- 
mond, Va., last week. 

The Federal Life of Chicago announces 
the appointment of Ralph D. Kellar as 
manager at Gary, Ind., and Kelly B. 
Spencer as manager at Atlanta, Ga. 

John A. Culbreath, who has been gen- 
eral agent of the Northwestern National 
Life at Denver, has been appointed mana- 
ger of the Manhattan Life at that point. 

Isaac Miller Hamilton, president of the 
Federal Life, who underwent a minor 
operation last week, has recovered rapidly 
and is now able to be back at his Office 
again. 

_The Central States Life of Crawfords- 
ville, Ind., has changed its capital stock 
from 1,000 shares at a par value of $100 
each to 10,000 shares at a par value of 
$10 each. 

New business to the amount of $2,714,- 
000 was received last month by the Guar- 
antee Fund Life of Omaha. This is the 
largest amount of new business ever re- 
ceived by the company in any one month. 

F. W. Willouby has been appointed gen- 
eral agent in Philadelphia for the Pitts- 
burgh Life & Trust. While the company 
writes a large business in the state of 
Pennsylvania it has heretofore kept out 
of Philadelphia. 


The Hall bill providing that osteopathic 
physicians may examine applicants for 
life insurance policies has passed both 
houses of the Iowa legislature and is up 
to the governor. It is thought it will be 
signed this week. 

The Louisville agency of the Equitable 
Life has written a group policy on the 
employes of the Courier-Journal Job 
Printing Company, of that city. The pol- 
icy covers 400 lives and $400,000 of in- 
surance is involved. 

John F. Onion, who was vice-president 
and general counsel of the San Antonio 
Life until its merger with the Southland 
Life, has taken up his residence in Dallas 
since his election as general counsel of 
the latter company. 


Harry Aldrich, superintendent of agents 
for the Equitable Life of Iowa, who was 
forced to undergo two _ operations at 
Rochester, Minn., has improved §suffi- 
ciently to be removed this week to his 
home in Des Moines. 

A certificate has been issued to the 
Merchants Life, authorizing it to transact 
business in Michigan as a stock company. 
The Brotherhood of All Railway Em- 
ployes, of Chicago, has been licensed in 
Michigan as a fraternal order. 

The German-American Life of Burling- 
ton has installed a district office at Ma- 
son City, Iowa, with N. C. Cotchell, for- 
merly postmaster, as district manager. 
During his first 30 days with the com- 
pany his success has been great. 

N. J. Whelan, who has just finished a 
four-year term as United States marshal 
in the western district of Michigan, and 
who resides at Holland, Mich., has gone 
with the Equitable Life of New York as 
special representative, without any de- 
fined territory. 


The field force of the Standard Life 





of Pittsburgh, Pa., made March a period 
of special effort called “Hill month” in 
honor of President Hill, whose birthday 
was last month. The result was the best 
month in 1915, both in the life and acci- 
dent departments. 

A. J. Faerber, ye agent of the 
National Life, vu. 8s. at Davenport, 
Iowa, recently wrote a $00, 000 policy for 
Dr. B. J. Palmer, head of the Palmer 
School of Chiropractic. The policy was 
taken for the purpose of providing an 
endowment fund for the school. 

F.. G. Dexter, agency inspector of the 
Mutual Life, with headquarters at the 
home office, is in Chicago this week in 
connection with a tour he is making of 
the company’s agencies in the eastern di- 
vision of the middle west territory. He 
left New York about the middle of March 
and his trip will consume a month. 

The Iowa legislature has passed the 
Blue Sky _ law as rewritten by Attorney- 
General Cosson and it will be signed by 
the governor this week. The measure is 
declared to be air tight, as it was written 
following a conference of attorneys-gen- 
eral from other states. It takes the 
place of the measure knocked out some 
months ago as unconstitutional by the 
Iowa courts. 
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CONSULTING 
ACTUARY 
Hume Building 


INDIANAPOLIS, IND. 





_ F. CAMPBELL 


CONSULTING 
ACTUARY 


404 Harris Trust Building 
Telephone Randolph 918 


CHICAGO, ILL. 





OHN W. CROOKS 
INSURANCE EXAMINER AND AC: 
COUNTANT 


Ten Years Chief Examiner 
Ohio Insurance Department 


Four Years Company Experience 
652 East Gay Street 


COLUMBUS, OHIO 


R A. HANN 
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CONSULTING 
ACTUARY 


New First National Bank Building 
COLUMBUS, OHIO 








| J. HAIGHT 


Consulting 
Actuary 


Hame Bldé¢. 
INDIANAPOLIS 





Pm Cc. HARVEY 


Consulting Actuary 
Chemical Building 
ST. LOUIS, MO. 


T. J. McCOMB 
Se AT LAW 
ONSULTING ACTUARY 
Premiums, PR ein Surrender hanenpen etc., calcu- 
lated. Valuations and Examinations made. 
Policies and all life insurance forms prepared. 
The Law of Insurance a Specialty. 
Colcord, Bldg. 
OKLAHOMA CITY 


J H. NITCHIE 
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Actuary 
1223 Association Buildin 


Telephone é 
Central 3462 19S. La Salle St.,. CHICAGO 





ARRIS E. VINEBERG 


Fellow, Actuarial Society of America 
Fellow, American Institute of Actuaries 


CONSULTING ACTUARY AND EXAMINER 
Room 1137 First National Bank Building 
CHICAGO 
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INTER-SOUTHERN LIFE 


INSURANCE CO.,_. 33 Louisville, Kentucky 






































Illinois Life , Is Clean, Strong and Progressive 


GREATEST 
Man 


ILLINOIS iLLINO!S 





risen —has ample assets and no unpaid death claims 





Has it ever occurred to you men engaged in other branches 
of insurance that there is big money in selling life msurance 
for the right company? Let us tell you why we believe this is 


The Right Company 


: ADDRESS 
INTER-SOUTHERN LIFE INSURANCE CO. 
' Home Office, Louisville, Kentucky 
ee Se 


COMPANY Always an 
Illinois Life 
Man 


COMPANY 


WANTS GOOD MEN WANTS GOOD MEN 
AND AND 
WILL PAY THEM WELL WILL PAY THEM WEL: 











The Western and Houthern . 
Life Insurance Compwany Weekly Indemnity 


W. J. WILLIAMS, President CINCINNATI, OHIO 





The Largest Industrial Company West of the Alleghenies On our Utopia Accident and Health Policies 
Also Issues All Standard Forms of Ordinary $500 to $10,000 ) 
. een — pom PERIODS ; INCREASES TEN PER CENT. EACH YEAR FOR FIVE YEARS. 
ear sets nsurance in Force ncome 
1894 ‘Tanase “374.676. 770,686 Why not write the business that sticks? 
1904 1,398,719 98,444'937 4,836,261 
’ ’ ’ ’ ’ ’ 
1909 4,469,882 44,780,907 8,841,883 GENE syngas a “ aN en & LIFE 
1914 8,763,565 79,619,535 14,573,548 urance Corporation, Ltd. 
Branch Offices in all the larger cities in ae mb West Virginia and Western Pennsylvania Cc. Norie-Miller, U. Ss. Manager, ’ 55 John Street, New York | 








Ambitious, productive and trustworthy Life Agents Representing 


may be BENEFITED by corresponding with the The Mutual Life Insurance Company 








Berkshire Life Insurance Company | a ee 
Of Pittsfield, Massachusetts You will make money. 
. Incorporated 1851 ——___— The great strength, big dividends and incomparable benefits of 


the ‘oldest company in America’’ mean certain success for you. 
New Policies with modern provisions 


Attractive literature For Terms to Producing Agents, Address 


W. D. WYMAN, President W. S. WELD, Supt. of Agencies GEORGE T. DEXTER, 2d Vice-P resident 


34 NASSAU STREET, NEW YORK, N. Y. 











M IS S O U R | S TAL E; L | F E Is the esate ERV ICE Business 


Brief, liberal, clearly expressed policies, with guaranteed low cost, are 
IN SURAN CE COM PANY serviceable vag 0 trwgar-* _ —— - . 
CHEMICAL BUILDING ST. LOUIS, MISSOURI Specimens of Life, Accident or Health policies cheerfully furnished. 


For agencies address 


Fastest Growing Company of Its Size in the World. A Live, Progressive The Columbian National Life Insurance Company 
Middle West Company that is Fast Coming to the Front. ARTHUR E. CHILDS, WM. C. JOHNSON, 


: fs “ Boston, Mass. i 7 . Mgr. 
Nearing Hundred Million Mark in Insurance in Force and Assets Getting etinaass : Danco 


Close to Ten Million Mark. 


We believe there are many life insurance men looking for a good, sound company not opérat- 
ing under the Armstrong Law, and in a position to give liberal direct general agency contracts 
to the men who can deliver the goods. The Missouri State Life fills the bill and we have some 
territory open in Kentucky, Ohio, Virginia, West Virginia, Mississippi, Illinois, Indiana, Iowa, G R E AT 











An Honest Contract, sold by Honest Men, by Honest Methods 


RN Permanent connections for desirable agents 
to sell life insurance 


B. F. WILSON, President 


Kansas, Nebraska, Wyoming, New Mexico, California, Oregon and Washington. 


WRITE US FOR PARTICULARS TH E 
NOP FE 



















INSURANCE COMPANY 
AUSAU. WISCONSIN 


a] WILLIAM A. FRICKE, Vice-President and General Manager 
_ The “Home Life” 











The fifty-fifth annual statement of the Home Life Insurance Company, of which ape a a a ; 2 
George E. Ide is President, presents a record of substantial benefits to its policy- SAFE AS A GOVERNMENT BOND 


holders during the year and a solid growth in financial strength. Ove. 
Assets increased to $30,631,248.70 after paying to policy-holders $3,110,507 in- “T 
Goding dividends of $571,024. a 


e insurance in force was increased by $4,533,420, and is now $120,893,433. 


iin LIFE, HEALTH, ACCIDENT *~° MONTHLY INCOME INSURANCE. 

’ SON, General HOYT W. GALE, General Manager _ , 

coms. ¢4l-6¥e The Fourth National Bank Bulag 219-231 Lander-News Building ldieeal LATES. POLICIES AND AGENCY CONTRACT FOR FACTS 
Ti, out0 CLEVELAND, O80 Splendid Openings IND., KY., MICH. and OHIO 
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$40,000,000 ESTIMATED 
AUTOMOBILE PREMIUMS 


This Amount Was Probably Col- 
lected Last Year for Various 
Coverages 


16 PERCENT OF POSSIBLE 


According to A. T. Graham $250,000,- 
000 Would Be Income if Owners 
Were Fully Insured 


Stock companies probably collected 
$40,000,000 in automobile insurance pre- 
miums in 1914. 

This means that but one-fifth of the 
insurable values of motor cars and one- 
sixth of the motorists were fully cov- 
ered. 

The estimate of $40,000,000 is reached 
from the figures obtainable on motor 
vehicle insurance in fire and marine 
companies and the property damage 
figures of casualty companies. 


Reported and Estimated Premiums 


The fire, theft, property damage and 
collision insurance written by stock fire 
companies last year brought in $10,000,- 
000 in round figures. : 

The property damage written by cas- 
ualty companies brought in approxi- 
mately $5,000,000. ‘ 

It is safe to assume that the liability 
premiums collected by casualty com- 
panies were five times as great as the 
property damage income, or about 
$25,000,000. : % 

Arriving at Liability Estimate 


It is difficult to estimate collision sus- 
tained premiums of casualty companies, 
but as some of these are no doubt in 
the property damage total and thereby 
cause an inflation of the liability insur- 
ance aggregate, it would probably be 
keeping the estimate nearer the actual- 
ity by ignoring this class in the consid- 
eration. 

Four casualty men of wide experi- 
ence in the automobile business esti- 
mated that property damage premiums 
equaled from 17 to 25 percent of the 
liability. Two put their figures at those 
extremes, another at 19 and another at 
22. 


Average of Four Guesses 


All took into consideration the fact 
that the property damage rate varies 
from. 25 to 45 per cent of the liability, 
but that many purchasers of liability 
do not buy property damage. Thé 
highest figure was reached on the as- 
sumption that the majority who buy 
property damage are those paying the 
highest rate. The lowest estimate took 
into consideration the fact that much 
property damage insurance is pur- 
chased from fire and marine companies 
and that any higher figure would give 
too low a total for liability. 


Interesting Premium Possibilities 


In an address before the Fire Insur- 
ance Club of Chicago A. T,. Graham, 
who has been one of the biggest pro- 
ducers of automobile business in the 
country and president of the Chicago 
automobile insurance organization, 
made the following interesting estimate 
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Four Reeis--a gang hook and liwe bait 
on each 


Proauced by Old Line Flim Corporation 

















PAID IW FULL 








PoL ICY 
GASOLENE 
UNDERWRITERS 


Doss IN SURE ’ 





U-9 BUSTER 











i icaaeaied 
nooageood 
STREET RY. 
og SEE 



































LEFT ALOWE 


RR ONLY WAY 








HE CokhécTén 


Cothi SiON 
PRoPERTY DAMAGE 
LIABILITY avo 
AceiDENT 


INSURANCE 


AMBUL 
4 


— 


LRGs 











BIR C! 








SALVAGE | Goop xroxr. 














of premium possibilities of the auto- 
mobile business: 

“Tf all the cars in the country were 
insured for their full value against fire 
and theft at an average rate of about 
2.81 (which would be the average 
schedule rate), they would yield an an- 
nual premium income of $56,200,000. If 
we assume the average cost of these 
cars when new to have been $1,500 
each, the premium for collision insur- 
ance would yield $45,000,000 more. 
There is no way to calculate the aver- 
age horsepower, but assuming the av- 
erage to be 22 horsepower, the returns 
for liability and property damage in- 
surance of $1,000 in each case would 
aggregate $103,125,000 per annum, mak- 
ing a grand total of $204,325,000 per 
year. These estimates are all based 
upon private car rates, and if we make 
a reasonable allowance for the higher 
rates charged for public and commer- 
cial vehicles, we can easily place the 
total premium income at $250,000,000 
per annum.” 





MUST GET FACTS CORRECTLY 


Statements Regarding Car in Automo- 
bile Application Are Warranties, 
and Falsity Avoids Policy. 


In writing automobile insurance 
agents should be very careful to get 
the exact facts regarding the machine, 
the name of the make,. the exact model 
of the car, and the purchase price. In 
an automobile application these facts 
are warranties rather than representa- 
tions, and policies have been held void 
where such warranties have been false. 
In the case of Miller vs. Commercial 
Union, Washington supreme court, it 
was held that where the company 
proved that statements of the applicant 
were false the policy was not in 
effect. In this case the assured war- 
ranted that the machine cost him $4,300, 
and that it was new when purchased 
by him, both of which statements were 
untrue. 





MORE NEW AUTOS THAN 
NEW HOUSES TO INSURE 


Bigger Commissions for Agents 
and Brokers on Cars Than 
on Dwellings 


MANY AGENTS SLUMBER 


All Go After Builder of Home, While 
But Few Solicit Purchaser 
of Machine 


In many cities in the country there 
were more new automobiles purchased 
last season than new homes erected. 
The same condition will probably ex- 
ist this year. There is probably not a 
local agent in the country who will not 
be right on the job to solicit fire and 
tornado insurance on a new dwelling, 
but there are many who fail to get on 
the trail of the purchaser of an auto- 
mobile. 

This condition 
business acumen 
training and habits. 

The local agent has been educated to 
get insurance on every new structure 
that goes up, but many have not been 
awakened to the fact that a new auto- 
mobile really means more to him than 
the average new house. 

Bigger Return to Agent 

The amount of insurance involved on 
the average automobile from a fire 
standpoint is probably less than the 
amount involved on the average dwell- 
ing, but the rate is much higher on the 
automobile and as the business is al- 
ways written on an annual instead of 
a term basis, while dwelling house busi- 
ness is seldom if ever written on an an- 
nual basis, it really means that the au- 
tomobile as a source of commission 
is a better proposition than a dwell- 
ing. On the dwelling the agent sells 
virtually nothing but fire and tornado. 
On the automobile he can sell fire, 
theft, collision sustained, property 
damage and liability. 

Comparison of Premiums 

In fact the average dwelling house 
premium will run between $12 and $16, 
while the average automobile premium 
for full coverage will run between $100 
and $130. The commission on auto- 
mobile insurance is, of course, at a lit- 
tle lower rate than the commission on 
dwelling business, but this is more than 
compensated by the fact that this com- 
mission comes every year, while the 
dwelling house commissions come only 
every three or five years. 

On automobile business the agent 
has no such competition as he has on 
dwellings. There are not as many 
agents after the line, for one thing, 
and there are very few of them that do 
go after it that can make a good solici- 
tation of automobile insurance, while 
almost any agent can solicit dwelling 
house business as efficiently as any 
one. 

If the local agent will familiarize 
himself with the general conditions and 
terms of the various automobile cov- 
erages, he will greatly enhance his rep- 
utation as an up-to-date live agent in 
the city, and there will be some busi- 
ness coming to him in lines other than 
automobile that he probably never 
would have been able to touch. 
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REDUCE THEFT LOSSES 


BUREAU’S SERVICE EFFICIENT 





More Thefts in Chicago Than Any 
Cther City, But Organization 
Holds Down Losses 





Chicago had far more automobile 
thefts in 1914 than any other city in 
the United States, but the loss ratio 
on theft insurance was not as high as 
at some other points. The work of the 
Automobile Protective & Information 
Bureau of Chicago, was largely re- 
sponsible for holding the losses down 
in the city. The total thefts farigee 
to the police were 1,415 and all but 17 
of these were recovered. The protec- 
tive bureau, operating in conjunction 
with the Chicago police department and 
private detectives saved the companies 
approximately $150,000. 

The bureau is about three and one- 
half years old. It is an outgrowth of 
a joint circular notice sent out by three 
companies. Up until that time each 
company, when it sustained a theft loss, 
sent out a post-card notice to the po- 
lice departments throughout the middle 
west, at a cost of about $50. The joint 





circular for the three companies cost 
no more, and as a result the bureau was 
organized. Now thirty-five companies 
are members and each week two no- 
tices are sent out—one to Chicago and 
the other to 14 western states. Until 
each car is recovered it remains on the 
card regularly. These go not only to 
police departments, but also to garage 
owners and others, who might be in- 
strumental in recovering stolen cars. 
Many local agents are co-operating 
with the bureau and have helped in the 
recovery of machines and received re- 
wards. Last year notices were sent out 
on 302 stolen cars and of these 198 were 
recovered. The operations cover all 
Western Union territory. 

The bureau was conceived by Frank 
A. Meinel, at that time superintendent 
of agents in the western department of 
the London & Lancashire Fire. This is 
the only bureau of its kind in the coun- 
try, and it claims to produce more re- 
sults in proportion to its expenditure 
than any organization of insurance com- 
panies operating to reduce losses. The 
bureau has been greatly assisted, espe- 
cially in its Chicago work, by two de- 
tective sergeants—Dennis J. Sullivan 
and John J. Sheehy. Both have de- 
veloped unusual ability and Mr. Sulli- 
van is looked upon by many insurance 
men as a wizard. The bureau costs 








each company $50 per year, and ex- 
penses are held down by cooperation 
with the Western Automobile Confer- 
ence in the employment of Assistant 
Secretary Paul Fry, who handles all of 
the office work of both organizations, 
and in doubling up on office space. All 
of the officers serve without pay. John 
A. Gallagher, chief clerk in the western 
department of the Aetna and superin- 
tendent of the automobile department, 
is president; C. R. Osborn of F. 
Osborn & Bros., vice-president;, and 
Fred J. Sauter of the Boston, secretary 
and treasurer. The work of the bureau 
calls for many services from these men, 
but they have cheerfully given it and 
secured excellent results. 

A compilation of automobile thefts re- 
ported at various cities of the country 
show as follows for 1915: Chicago 1,415; 
Cleveland, 375; Denver, 170; Detroit, 
896; Kansas City, 108; Los Angeles, 
550; Minneapolis, 311; New York City, 
206; Oakland, Cal., 103; Philadelphia, 
273; Salt Lake City, 132; San Francisco, 
360; St. Louis, 252; Spokane, Wash., 
360; Washington, D. C., 107. 





The Ohio house defeated the Terrell 
automobile bill that sought to make the 
owner of the machine prima facie ans- 
werable for damages caused by accident, 
a3 matter who happened to drive the ma- 
chine. 
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INTERESTING RETURNS 


—_—_—_ 


NO GUIDE TO UNDERWRITING 





Tables of Premiums, Losses and Loss 
Ratios Indicate a Small Profit 
on Business 





Automobile underwriting is still in 
its infancy, and many companies are 
still feeling their way in this line. 
Many fire and marine companies have 
been doing enough business to get an 
average, but they do not consider their 
experience sufficiently broad, nor do 
they believe it covers a long enough pe- 
riod to assure them a profit this year. 
The methods of coverage and rating 
have been changing so since the line 
was first written that much of the ex- 
perience is valueless today. The sta- 
tistics obtainable from the premiums 
and loss reports of companies to in- 
surance departments indicate that the 
business has shown a small profit to 
the companies. The loss ratios have 
been kept down by substantial in- 
creases in premiums and cannot be 
considered of as much value as ratios 
on ordinary fire business. 

1913 Figures of Little Value 

These figures are incomplete and 
would be of no value in attempting to 
fix rates for any one particular class 
of automobile insurance. The first re- 
turns that were ever made on either 


‘| fire or theft insurance were those to 


the New York department for the year 
1913. They were reported under the 
head of automobile property damage. 
Many companies reported their entire 
automobile premium income, including 
their automobile fire, automobile theft, 
automobile collision sustained, and au- 
tomobile property damage. Others re- 
ported only their property damage. 
Some companies that write no property 
damage insurance at all are shown in 
the returns, while others that do a 
large volume of business reported only 
their property damage figures. 


1914 Returns Nearly Accurate 


For the year 1914 the companies re- 
ported premiums on motor vehicles. 
This includes premiums and losses on 
all classes of automobile insurance. 
However, the accounting departments 
of some of the companies reported this 
year only on one class of motor vehicle 
insurance instead of on all, while one 
company that writes a large volume 
on all classes that its charter per- 
mits did not show at all in these re- 
turns. 
as fairly accurate. The table is shown 
on another page and includes not only 
those companies reported to New 
York, but three that reported on slips 
to the Western Underwriter. In the 
list are 50 fire and marine companies, 
and seven ocean marine companies, a 
total of fifty-seven. Their business, no 
doubt, represents 95 percent of the 
fire and theft insurance written in 
stock companies. 


Collision Figures Incomplete 


How much of the property damage 
and collision sustained insurance this 
table represents is difficult to deter- 
mine, as both these lines are written 
by casualty companies. The casualty 
returns are just as unsatisfactory to 
use, in ascertaining something about 


the fire returns, as the automobile lia- 
bility business is reported under the 
general head of liability insurance, and 
the automobile property damage insur- 
ance is reported under the auto and 
teams property damage insurance ac- 
count. As the amount of teams prop- 
erty damage insurance that is written 
is small, these returns really show the 
automobile property damage to be a 
good line for companies to write. Some 
statistics on this are shown elsewhere 
in this issue. 








They may be taken, however, . 


automobile insurance experience, as are | 
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FIGURES SHOW GROWTH 


RAPID PREMIUM INCREASES 





Property Damage Returns Indicate 
Importance of Automobile to 
Casualty Companies 





While the bulk of automobile pre- 
miums that are paid to casualty compa- 
nies classify with employers’, public, 
general and various other forms of lia- 
bility insurance, preventing an accu- 
rate calculation, the premiums for five 
years on automobile property damage 
business indicate the wonderfully rapid 
growth of automobile insurance. For 
each dollar collected for property dam- 
age insurance casualty companies no 
doubt collect $5 for liability. 

The premiums coliected for property 
damage insurance in 1914 aggregated 
$4,883,813. For twenty-six companies 
the returns are actual and for nine es- 
timated. The total property damage 
premiums reported for 1909 were $907,- 
814, showing they have increased mofe 
than five times in five years. 

$30,000,000 Casualty Income 

Assuming that property damage rep- 
resents but 20 percent of the automo- 
bile business the total income to cas- 
ualty companies from motor vehicle 
owners last year was $29,302,878. In 
this computation no allowance is made 
for collision sustained premiums, as 
many companies, no doubt, reported 
these under the general heading of 
property damage. The estimatéd to- 
tal for 1909 is $5,446,884. 





The property damage premiums and 


losses for five years for the companies 
whose 1914 figures are available, fol- 
low: 


Aetna Acci. & Liab.— 


Prems. Losses 

LD AS ee ee $688,668 $252,254 
A) Se eens ee 612,654 208,295 
JL Er tyre re 39,743 145,121 
Lt Ree ay ae 338,108 153,063 
ORD c Sr ss omise s cesisee-c 282,341 137,388 

Amer. Cas., Pa.— 

| BS Seen 41,684 18,346 
28,078 12,437 

18,959 16,461 

39,265 17,511 

10,302 5,285 

96,535 4,476 

66,535 11,458 

221,523 49,207 

106,450 12,712 





395,352 107,306 
,976 147,245 
386,579 130,386 
354,911 146,098 
291,804 138,887 
19,055 7,212 
16, 479 4,547 
12,360 2,428 
188,714 118,795 
71,474 137,301 
254,626 143,059 
354,311 201,112 
378,450 204, 568 
RNs wip ik Sek ok ue ies. 60,755 27,307 
LL SR a Fo enna 43,931 21,030 
LO a eee a eee 313454 17,479 
maa Indem.— 
SER ee 250,733 86,255 
i913 fide cau uinioe tees 250,62 121,544 
SPER iti sins Sse 5 sas xe ces 197,954 46,622 
Hartford Acci. & Indem.— 

| Ree ey yee See 85,213 10,332 
Interstate, Ala.— 

J) SRR sie ewe eis 59 957 

1 SaaS eee ee 

EMME chats S Silas saine wis 6,294 3,325 
+ ees Guar. & Acci.— 

EE ie 200,572 67,647 
1318 POPE ST Ee ee 174,241 59,259 
| Se ae 164,331 46,154 
ot PS AC ree Sener 105,464 27,756 
Des Kb dsks besa Souees 39,0 148 

“ae land Cas.— 

“pet PM ane gis Ou 162,080 55,568 
1913 Eg eis ie a a mihi a wae tere 151,165 60,084 
NON Sirs co saWannt sates. 140,949 52,747 
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203,293 
187,588 
194,540 

50,776 


103,383 


137,129 
138,083 
125,248 
116,659 

81,325 


12,932 


625,393 
573,677 
535,676 
434,094 
304,104 


121,109 


Western Indem., Tex.— 


ck) | Ser rrr 


17,765 


11,450 


48,519 
44,342 
47,867 
47,945 
38,179 
1,895 
224,258 
259,554 
209,442 
206,180 
171,313 


38,419 


15,996 
4,510 





BOOMS ACCIDENT INSURANCE 





Auto Makes People Think of Dangers 
—Special Policy for Motorists 
Sell Well 





While automobiles have provided sev- 
eral forms of insurance that were never 
sold before the motor car became a 
popular means of pleasure and a factor 
in local transportation, it has also given 
impetus to personal accident insurance. 
Every motorist is today a good pros- 
pect for accident insurance, and nearly 
every pedestrian who walks on the 
streets where motor vehicles are thick, 
is a much more ready listener to the 
solicitation of the accident man than 
he was ten years ago. The automobile 
has been the source of many losses to 
insurance companies, and a number 
have restricted the benefits-where the 
injury is the result of an automobile 
accident. All have discontinued the 
double indemnity for automobile acci- 
dents that was offered by a few when 
the motor car first became popular. 

The National Life of the U. S. A. is 
offering a special motor policy that 
covers only for accidents incurred 
while the policyholder is riding in or 
driving an automobile. This is the only 
company that is issuing a special auto- 
mobile policy to all applicants. A few 
companies will issue special automobile 
indemnity in conjunction with accident 
insurance, and one company will issue 
such a contract in conjunction with 
other automobile insurance. 





A bill has been introduced in Massachu- 
setts so limited as to apply principally to 
jitneys, to require a permit to operate 
cars and require a bond of not over $2,000 
to guarantee payment of damages for per- 
sonal injury. 
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| se hows —_ pe yee on | 
| 
: | 
The Aetna of Hartford 
established in 1819 issues strong, liberal, 
prompt paying policies covering all loss to 
caused by fire, theft, and transportation. Aetna Agents, 
this is your opportunity to add to your income. | 
WILLIAM B. CLARK, President | 
Western Branch, CHICAGO | 
THOS. E. GALLAGHER, General Agent LOUIS O. KOHTZ, Asst. Genl. Agent | 
WOES OF THE BUSINESS ered. In fact, the records will show | old machine is insured. If he can get | San Francisco a close third. se 


VARIOUS CRIMES TO COMBAT 





Arson and Organized Thievery Cause 
Much Trouble and Result in 
Many Claims 





New York, March 29, 1915. 

To the companies writing liability in- 
surance on automobiles, the chauffeur 
is a figure of great concern, for it is 
through his carelessness or reckless- 
ness or design that claims most fre- 
quently arise. Accordingly, the cas- 
ualty companies are now working 
through the Library Bureau of New 
York to effect some system whereby 
lists of these undependable persons can 
be maintained. But with the compa- 
nies, however, writing fire and theft 
lines on motor vehicles, the chauffeur 
is a minor consideration and in the 
center of the spotlight instead are the 
crooked second-hand dealers and pub- 
lic adjusters who use the chauffeur as 
the middleman in nefarious practices. 

Many Cars Borrowed 

Through these two agencies, the 
stealing of automobiles has in recent 
vears been made a regular business and 
only through the hardest kind of labor 
on the part of the insurance companies 
working together and in conjunction 
with police and detective bureaus has 
it been successfully combated and held 
in check. There is no occasion to be 
concerned over the so-called “casual” 
thefts, where machines are taken for 
the purpose of free rides, for in nearly 


all cases cars stolen in this fashion are 
later abandoned or are easily recov- 





that over 95 percent of all casual thefts 
of cars end eventually in recovery. 


Second Hand Dealer a Woe 


Where the thefts are on an organized 
basis, the worst offender is the second- 
hand dealer. He is also the hardest to 
apprehend and convict. The second- 
hand man gets an order of a used ma- 
chine of a certain make, usually from 
a customer in another city. He hires a 
thief to go out and steal the make of 
car desired. It is immediately shipped 
out to the customer, after its identity 
has been sufficiently “doctored,” the 
dealer receives his money and pays off 
his confrere in crime and-the incident 
very often becomes closed because of 
the difficulties in running down such a 


case. 
Steal to Get Rewards 


A large number of cars are also sto- 
len each year for the purpose of re- 
covering the rewards offered by insur- 
ance companies for their return and 
here is where the dishonest public ad- 
juster gets in his work. It is the prac- 
tice of the companies to offer amounts 
ranging from $50 to $250, according to 
the value of the machine stolen, for its 
return. Public adjusters of the calibre 
named will work hand in glove with 
thieves and gangsters, direct their op- 
erations and pay them off with a per- 
centage of the rewards. 


Intentional Back Fire Losses 


Another source of trouble to the in- 
surance companies are dishonest ga- 
rage owners. Any car, irrespective of 
its make, can be readily “fixed” by the 
average garage mechanic so that the 
first or second or third time it is taken 
out and run, back-firing results and the 
car burns up. The owner of the ga- 
rage may know that the machine own- 
er is in the market for a new car as 
soon as the one he now owns becomes 
worn out. He may know also that the 





that machine out of the way, he can 
sell the new car. Often, too, he works 
with the consent or at the instance of 
the machine owner, who can collect 
more insurance perhaps, than the 
amount he would realize in selling the 
car. 
Conference Not Theft Bureau 


The Automobile Underwriters Con- 
ference never as a conference employs 
detectives for the purpose of running 
down automobile thieves. Many com- 
panies are opposed to such a step and 
refuse to enter into any arrangement of 
this nature. Perhaps this is due to an 
occurrence in the west when the wrong 
man was accused and brought to trial 
with a resultant $50,000 damage case 
against those who brought about the 
arrest. 


Circulars Often Effective 


Occasionally, though, some member 
of the conference will request its aid in 
tracing a stolen car. As desired, the 
conference will then send out circulars 
to all parts of the country, or to any 
designated district — these circulars 
bearing descriptions of the property 
and notice of the reward offered. On 
the lists of the organization are the 
names of all of the automobile stations 
in the country, about 25,000 in number. 


The literature puts the employes of ga- | 


rages on their guard and many ma- 
chines are recovered as a result of their 
eagerness to earn the rewards. There 
are some companies, however, that 
have refused to offer rewards of any 
sort on the theory that rewards stimu- 
late thefts. The chauffeur is a negli- 
gible quantity as a rule because of his 
inability to dispose of a stolen ma- 
chine. 
Few Thefts in Country 


The country and the small town are 
remarkably free of automobile thefts 
because of the greater difficulties in 
getting away with the job successfully. 
Of the larger cities, New York and 
Chicago are said to be the worst, with 








cars are stolen in Detroit each year be- 
cause of the large number manufac- 
tured, sold and used there, but its re- 
covery record is one of the best in 
the country, sometimes reaching 100 
percent in the course of a year’s time. 


Thefts Run in Waves 


Underwriters often speak of the way 
that automobile thefts run in “waves.” 
A city may go along for months with- 
out a single theft and then scores will 
happen in a comparatively short time. 
This seems largely due to the operation 
of gangs and it often happens that one 
arrest will lead to the apprehension of 
a whole gang that has been carrying 
on operations. One of these “waves” 
terminated in New York in May, 1914, 
when several members of a gang were 
sent to prison. Chicago and other cit- 
ies have had similar experiences. Cit- 
ies differ in their methods of handling 
automobile thefts. In Chicago, for in- 
stance, the insurance companies work 
with the police force and have detect- 
ives who give their entire time to the 
detection of the guilty parties. In this 
way the operations of several organ- 
ized gangs have been uncovered. In 
New York the companies work out the 
problem themselves without recourse 
to the police, although the assistance 
of the district attorney’s department 
has often been secured and_ with 
marked success. 





To Do Auto Adjusting 


J. A. Thibault, who for the past four 
years has been connected with the Chi- 
cago local agency of Fred S. James & 
Co. as an adjuster, has opened an in- 
dependent office at 2033 Insurance Ex- 
change and will specialize on automo- 
bile losses. John E, Hogan on the sec- 
ond floor of the same building also spe- 
cializes on motor cars. There are now 
five independent men thus specializing 
in the city and throughout the country 
adjusters have taken up this line and 
find enough work to keep them busy. 
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MOTOR INSURANCE NEWS 

THE purpose of this special automobile 
issue of THE WESTERN UNDERWRITER is to 
point out to the agency forces of the 
country the possibilities of the automobile 
insurance business, and to make if pos- 
sible a little clearer the protection offered 
by insurance companies to owners of cars. 
An effort has been made to avoid lengthy 
discussions of underwriting problems and 
of adjustment puzzles that would be of 
interest only to a few automobile under- 
writers or automobile adjusters. News of 
interest to underwriters and adjusters, as 
well as agents, is carried week by week 
throughout the year in the motor insur- 
ance news department of THE WESTERN 
UNDERWRITER. 

This department was started three years 
ago, and has been maintained, week by 
week. It was the first automobile insur- 
ance news column published by any paper 
and has proven of interest to not only the 
managers in the business but has no doubt 
been instrumental in awakening many 
agents to the possibilities of the business. 

The figures herewith presented as to 
the extensiveness of automobile insur- 
ance show that it is entitled to recogni- 
tion with such a department. 

In this motor insurance news depart- 
ment THE WESTERN UNDERWRITER has 
answered many inquiries of agents as to 
policies and practices. Numerous letters 
have been received as to what companies 
will write special forms of automobile 
insurance and what policies mean. All of 
these letters have been answered by mail 
and where something new has been 
brought up, the inquiry and reply have 
been printed. 

This answering of letters is part of the 
service that THE WESTERN UNDERWRITER 
gives to its subscribers, and it has led in 
helping out automobile agents just as it 
has led in helping out fire and casualty 
agents. 





New Form of Coverage 


The Aetna-Auto companies have re- 
cently issued a new coverage for auto- 
mobile manufacturers whereby they can 
secure indemnity against loss arising 
from claims brought by purchasers of 
cars on account of personal injuries or 
property damage caused by automobile 
accidents alleged to be due to defects 
in the manufacture of such automobiles. 
Awards as high as $8,000 for injuries to 
one person have been rendered by the 
courts, and decisions sustained by the 
United States Supreme Court of Ap- 
peals. 











The Bush League Agent 
Insures Budweiser 24s 











Freeport, Ill., Mar. 29, 1915. 


My dear friend Fred: The other day 
I was sitting in my office trying to 
figger out which 1 of my cos. I should 
send some money to this mo. when in 
walks the state agt. of the Asbestos 
Und. He says are you just a ins. agt. 
or are you a general ins. agt.? I says 
what do you mean a gen. ins, agt.? 
Well, he says, do you write all lines 
of ins. including auto. ins.? I says no 
I do not write no auto, ins. & he says 
well then you are not no gen. ins. agt. 
All the good agts. in this town includ- 
ing Charley Hildreth are writing auto. 
ins. why not you? You have got them 
all beet. I says they is not nothing 
that Charley Hildreth can do that I 
cant do & i am going to start to write 
auto. ins. right away. He says good I 
will xplain our policy to you now. we 
issue the famous X Y Z policy. I says 
I have always saw the ads. of ithe Wms. 
City which said we are the home of the 
A B C policy what is the difference? 
He says X Y Z is a hole lot farther 
along in the alfabet than A B C & the 
result is a much more newer contract. 
I seen he was right so I took his co. 

* * * 


He left me a very beautiful circlar 
which says on it In the spring a 
young mans fancy always turns to 
thots of autos. At this season of the 
year everyone is buying autos, even 
Fords are you going to be on the job 
&- get some of this biz. for the little 
old Asbestos Und.? 

Then they was a book what give all 
the rates & I seen it was very simple. 
I seen 2 or 3 men & they was 0 doing 
& then I struck a fellow who says why 
yes I have just got some fine new cars 
& you seem to be so in tell a gent I 
think I will give you part of my ins. 
I says all right what car do you drive? 
Oh he says I dont drive no car I have 
men who does that. I says what is the 
name of your machine? He says oh I 
have a % doz. of them & they is all 
Budweiser 24s. They wasnt no Bud- 
weiser in the rate book Fred so I took 
the rate to the nearest 1 to it which 
was Buick. He give me a check for 6 
cars & it was some premeum. 

* * * 


In a few days the state agt. of the 
Asbestos Und. was in town & me & 
him was in my office talking about the 
war when this fellow comes in & says 
I have had a loss on 1 of my cars, The 
state agt. of the Asbestos Und. says 
now hear is a good chance for you to 
lern how to adjust a auto. loss go out 
& fix this man up. He took me down 
the st. & showed: me a beer truck that 
was all busted up from trying to nock 
down a coal car on the siding of the 
R. R. track. He says there is my car 
a total loss. I says that aint no car 
thats a beer truck. He says it may be 
a beer truck but it is motor drove & so 
its a auto. Anyway its what you in- 
sured. I seen it wasnt no use to arge 
with him so I went & got the adjuster. 
The adjuster says rite out it was a 
miss repsentation & just cause a truck 
carried 24 kegs of beer that wasnt no 
sine it was a plesure car & he was a 
fake & he would not give him no 
money. The feller looked like he was 
going to hit the adjuster but I give him 
1 awful look & that scared him he says 
all right give me back the $ which I 
have paid you. The adjus. says you 
will get a chek in the A. M. & we went 
away. They is not none of them that 
can slip anything over on me. The 
auto. ins. biz. in a good biz. but after 
this I am going to look at every car 
before I insure it. I dont want no 
more of them Budweiser 24s. 





Your old Friend Dave. 








National Life Insurance Company~ 
of the 
United States 9 ~America 
Albert M. Johnson, President 
CHICAGO 





THIRTEEN MILLIONS OF ASSETS 


utomobile 
ccident Policy 
SOMETHING NEW 


Sold by no other company. Provides $2,000.00 
death benefit; $15.00 weekly indemnity, for ac- 
cidents happening while riding or driving an 
automobile. Premium $5.00. A policy that 
every motorist will buy tor himself and each 
member of his family. Policy may be delivered 
as sold. Attractive commissions. A first inter- 
wrens. 42 42. SS Ee 
Remember the NATIONAL sells every form of 
accident and health insurance sold by any other 
company and forms that other companies do 
eett..- i 5 8 Be ES SE 
C. H. Boyer, Manager Casualty Department 
















































FIRE EXTINGUISHER 
carried on an automobile RE- 
em DUCES THE FIRE RATE 


5% 

Yy The only extinguisher, or in fact 
the only device, for which credit is 
given in automobile rates is a‘one 
quart chemical, effective on Gaso- 
line. The as IS SUCH 


an extinguisher. 


Approved by the 
UNDERWRITERS LABORATORIES 
Under direction of 
The National Board of Fire Underwriters 









The JUSTRITE FIRE EXTINGUISHER is simple and 
effective. Turning the crank automatically opens the 
nozzle and expels the extinguishing fluid. 


JUSTRITE FLUID is harmless. It will not injure paint 
or varnish, it will not short circuit the magneto, it will 
not damage the upholstering nor extra equipment, robes 
and clothing. 


JUSTRITE FLUID will not freeze, even at 40 below 
zero. It is just as efficient in winter as in summer. 


A JUSTRITE FIRE EXTINGUISHER on the car is an 
additional safeguard for the garage and for the home. 
Wherever there is a motor car with a JUSTRITE FIRE 
EXTINGUISHER there is a first aid fire company. 


Special Auto Bracket holds Extinguisher 
securely and prevents vibration. 


Write for Booklet . 


Justrite Mfg. Co., Dept. U 


344 South Clinton St. Chicago, U.S.A. 
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JITNEY BUS PROBLEMS 


PRESENT MANY DIFFICULTIES 





Not Good Risks—New Form of 
Insurance Is Desired by 


City Councils 





Coincident with the coming of the 
jitney bus have arisen many perplex- 
ing problems, some of which are relat- 
ed to insurance. Jitney is a broad term. 
It covers various classes of vehicles 
from the large motor buses conducted 
by responsible corporations and han- 
dled by competent men, to the second- 
hand automobile for which the owner 
has gone in debt and which he runs on 
the street himself. They are all called 
jitneys because they charge a nickel 
fare. 

Where this new system of local 
transportation has appeared, the city 
officials and the common councils have 
almost immediately recognized thai 
they have some new problems on thgir 


hands. 
Becognize New Problems 


In some places the jitneys have mul- 
tiplied very rapidly. This has meant a 
congestion of the streets and more dan- 
ger to pedestrians and also to other 
vehicles and their drivers. Until the 
jitneys are put under some system of 
regulation, they are a law unto them- 
selves, make their own routes and do 
very much as they please, limited only 
by such ordinances as may exist for 
the government of motor cars gener- 
ally. City councils have recognized 
that the coming of this transportation 
system places upon them an obligation 
to protect the interests of the public. 
The thing is new, very few cities have 
had much experience in its supervision 
and management, and systems derived 
from experience are, therefore, not to 
any considerable extent available. 


Demand Bonds or Insurance 


From many reports it appears that 
the first thought of city councils was 
that jitney owners should be required 
to give bond. Just what these bonds 
were for does not appear always to 
have been very clear. 

In other cases it was demanded that 
the operators of the jitney cars get in- 
surance. This was intended as a pro- 
tection to the public, but until the mat- 
ter is gone into very thoroughly and 
some definite system is evolved, it is 
not at all certain that the public will be 
greatly protected by any policies that 
the owners may buy. Out of the pres- 
ent chaotic conditions there may come 
systems of bus transportation which 
can be regulated and which can be in- 
sured in a manner satisfactory to the 
public and to the municipal govern- 
ment. 

Traction Company Opposition 


There is little doubt that the estab- 
lished traction companies are going to 
use all their influence to make the bur- 
dens upon the jitney owners as heavy 
as possible, with a view to driving 
them out of business, as these cars are 
understood to have cut into the reve- 
nues of the street car companies very 
seriously at many points. If the re- 
quirements are made sufficiently se- 
vere, there is little doubt that many of 
the owners of small financial responsi- 
bility will be driven out of the field, 
and with a few responsible men or cor- 
porations in charge of the business in 
any city, it will be possible to regulate 
it in the interests of the public. 


Tmpossible to Give Good Bonds 


In demanding that the jitney owners 
give bond, the city councils apparently 
desired that those bonds be given, 
guaranteeing that in the event of in- 
juries to the persons or property of 
others than the owners, the owner 
would pay them damages. This is a 


financial guarantee, which surety com- 
panies would write in very few cases 
unless full collateral were given, and 
the giving of collateral by the average 
jitney owner is entirely out of the 
question, as the owner of the car has 
invested in it all that he owns, and, 
sometimes, all that he can borrow. To 
accept personal, in place of surety, 
bonds for this purpose would almost 
certainly result in the taking of bonds 
that were of very little account. Re- 
snonsible men would not desire to sign 
obligations of so serious a nature with- 
out consideration. 


Insurance Hard to Get 


As soon as the jitney owners began 
to look for insurance, they began to 
run against some new _ difficulties. 
While most liability companies are 
putting forth strenuous efforts to se- 
cure automobile business, there are 
comparatively few of them that are 
seeking business on taxicab lines, al- 
though these cars have been in opera- 
tiun now for years, and are handled by 
comparatively responsible people. The 
jitney business, not so well developed, 
and usually not in the hands of as good 
people as the taxicabs, was even less 
desirable from the standpoint of the 
liability underwriter, and comparative- 
ly few companies would look at it at 
all. The Commonwealth Bonding & 
Casualty of Ft. Worth, Texas, wrote 
some of it in California, and the Pacific 
Coast Casualty has done the same. The 
Georgia Casualty of Macon is reported 
to be writing some of the business in 
Texas, and in individual cases other 
companies are taking jitney cars, but 
the rule, nevertheless, remains general 





that the liability companies do not care 
for this class of business. 


Turn to Interinsurance 


As jitney owners felt the need of 
protection they were forced to look 
in other directions. It is difficult 
to organize a liability mutual under the 
laws of some of the states, and it is 
also difficult for mutuals of one state 
to secure admission to others. The 
mutual form of protection, therefore, 
did not appear to be practicable. 

Accordingly, attention was turned to 
interinsurance, and one exchange was 
organized at Kansas City. Another has 
been organized at Chicago and is now 
in operation. 


Not What Is Wanted 


But neither the stock companies that 
will write jitney business nor the inter- 
insurance exchanges are likely to fur- 
nish the class of protection which the 
city councils really want the jitney 
owners to buy. What the municipal 
althorities have in mind, apparently, is 
some form of insurance under which 
the insurer will agree to pay for the 
injuries received by passengers or by 
the public on the streets, either to their 
persons or their property, by the opera- 
tion of the jitney cars. So far as is 
known, such insurance as this is not 
written by any organization in the 
United States or elsewhere. 


Might Insure Passengers 


Some of the European countries 
companies will insure passengers for 
specific amounts: in other words, they 
will furnish the owner of a vehicle ac- 
cident insurance for the benefit of those 
who ride in, his car, covering them for 





specific indemnities. Inquiry does not 
disclose, however, that any company is 
willing to write insurance under which 
it will become directly responsible to 
a person who may be hurt on the 
street, the amount of its responsibility 
to be determined by a jury in a dam- 
age case. 


Usual Policy Coverage 


The automobile liability policy is a 
contract between the insurer and the 
insured, under which the insurer agrees 
to indemnify the insured for losses 
which he may sustain by reason of his 
legal liability for injury to the persons 
of others; and the property damage in- 
surance is very similar except that it 
covers for the liability due to the dam- 
age to property of others. Under 
both of these the insurer is liable to 
the insured only when the insured 
meets with a pecuniary loss. Then the 
insured under its contract to him must 
indemnify him within the limits and 
subject to the conditions of the policy. 
If the insured be not financially re- 
sponsible and, therefore, unable to set- 
tle a claim for damages, or to meet a 
judgment for damages given against 
him, he suffers no pecuniary loss and 
the insurer is not liable to indemnify 
him for something which he has not 
suffered. This class of insurance, 
therefore, does not furnish protection 
to the public, except to the extent that 
the owner of a car can frequently se- 
cure money enough to settle a damage 
claim if by so doing he can collect in- 
demnity from the insurance company, 
while he might not be able so to pro- 
cure money were it not that he had the 
insurance behind him. Thus the pub- 


























Wilhiamsburgh City Fire Insurance Co. | 


of New York 
Inc. 1853 


Automobile Insurance | 


North River Insurance Co. 


of New York 
Inc. 1822 


A service station to the automobile agent 


Western Department 


Freeport, Illinois 
F. M. GUND, Mgr. 




















8 


THE WESTERN 


UNDERWRITER. 


“April 8, 1915 








lic is benefited by the liability and 
property damage insurance carried by 
owners of vehicles. 


May Force Out Little Fellows 


It remains a question, however, 
whether municipal authorities will re- 
gard this indirect class of protection 
sufficient for the needs of the public of 
their community. Unless they are will- 
ing to accept this class of insurance 
granted either by the few stock com- 
panies that write it or by the interin- 
surers, the probabilities are that the 
jitney owners will have to turn in some 
other direction to meet the require- 
ments. It is not at all improbable that 
the smaller jitney owners and those of 
limited.means will find these require- 
ments so onerous that they cannot 
meet them, and that they will be 
forced out of the business, leaving it in 
the hands of large stock companies. 





Richmond to Require Bonds 

A person or firm operating a single 
jitney bus in Richmond will have to 
execute an indemnity bond of $10,000 
and pay a license of $100 per year, if | 
an ordinance drawn and recommended | 
by City Attorney Pollard is adopted | 
by council. For each additional car, a 
bond of $5,000 would be required, with 
a license of $25 per year. In an opinion 


holding that the business of operatng 
jitney buses does not require a city 
franchise, Mr. Pollard expressed the 
belief that in the interest of the public 
good the business should be regulated 


| without delay, to the end that life and 


property may be safeguarded. ‘That 
considerable difficulty would be en- 
countered by the jitneys in furnishing 
satisfactory bond is the belief of insur- 
ance men in touch with the situation. 





WORK BY FIELD MEN NEEDED 





Auto Supplies Are New and Confusing 
to Many Agents and Require 
Explanation 





Field men of fire companies writing 
automobile lines have not lived up to 
the opportunity that this class of busi- 
ness presents. Some are showing fine 
increases in the premium income from 
their field and good loss ratios by 
| pushing automobile insurance. Others 
have either declined to take any inter- 
| est in the business or have not solved 

the problem of showing agents how to 
| transact the line. One field man makes 








it a point to always explain the sup- 
plies he furnishes for automobile insur- 
ance, showing which blanks will be 
most commonly used and which will be 
seldom used. Wherever he goes into 
the simpler matters he gets business, 
but he has found that he never yet has 
received any premiums from an agency 
that he merely furnished with supplies. 
and no explanation. It must be. re- 
membered that the automobile insur- 
ance business is new to the agency 
forces in the country, and that they 
have not been in the habit of receiving 
rates in the form that automobile rates 
are furnished, nor are they familiar 
with some of the classes of coverage 
that automobile policies provide. 





Tourist’s Floater Prospects 


Motorists who do any amount of 
traveling about the country in their 
cars are good prospects for tourists’ 
baggage insurance. For some reason 
or other they recognize the danger to 
which they hazard their belongings 
much more than the tourist who travels 
only by railroad and steamboat. There 
will be many people this year going 
to the San Francisco Exposition in 
motor cars who will be excellent pros- 
pects for tourists’ baggage insurance. 





























| ASSETS 
Real Estate. 
| Bonds and Mortgages 


} Premiums Outstanding 
Cash in Banks...... - 
Interest Accrued.... 


TOTAL. 


L. R. BOWDEN, 





| City, Railroad and other Bonds, Stock 7,247,033.00 


E. C. JAMESON, President 
W. H. PAULISON, Secretary 





GLOBE & RUTGERS 


Fire Insurance Company 
111 WILLIAM STREET, NEW YORK 


JANUARY 1, 1915 











LIABILITIES 
....$ 72,945.00 CeshMGapital. . ooo occ scenes eee $ 400,000.00 
sited 87,700.00 PRE eo le cai ae dS w on atmreaeee 3,619,694.66 
Reinsurance Reserve............... 3,461,689.22 
.... 1,195,046.03 Losses in course of adjustment...... 690,689.00 
315,878.87 Commissions, Taxes and other Items 793,998.58 
bapied 47,468.56 
.... $8,966,071.46 WOPAD, 6 chee esse devinnnde $8,966,071.46 ‘ 


| Surplus to Policy Holders, $4,019,694.66 








| AUTOMOBILE DEPARTMENT: 
| 


LYMAN CANDEE, Vice President 





J. T. GORDON, Secretary 


° Manager 




















_from the fire premium. 














MANY CARS UNINSURED 


OTHERS PARTIALLY INSURED 





Despite Activity of 112 Companies 
Only Surface Has Been Scratched 
—Possibilities Are Big 





Although it is scarcely more than a 
dozen years since the first automobile 
insurance policy was issued in the 
United States, there are now 112 stock 
companies writing the line and numer- 
ous interinsurance exchanges and mu- 
tuals. Of the stock companies, 76 are 
either fire or marine companies; three 
are companies that write nothing but 
automobile, and similar lines, and thirty- 
three are general casualty companies. 
Charters have recently been secured 
for two more companies to specialize 
on automobile insurance. One of these 
has a fire and marine charter and is to 
be a running mate of a casualty com- 
pany, and the other has a casualty 
charter and is to be the running mate 
of a fire company. 

Many Cars Uninsured 


Despite the fact that these 112 com- 
panies have their agency forces at 
work on the line, and there has been a 
wonderful growth in the automobile 
insurance business, there are many 
cars yet without insurance of any kind 
and still more that are only partially 
insured. As the majority of agents 
selling automobile insurance have been 
educated in the business by the fire 
companies, there are probably more 
machines insured against fire and theft 
than against any other hazards. The 
fire and theft premiums are, however, 
smaller than the liability, property 
damage and collision sustained “insur- 
ance premiums, and these agents are 
overlooking a source of income that 
cannot be well passed up in these days 
when the average rate is going down 
and expense reduction is in the air. 


Many Rural Accidents 


In some of the smaller places it may 
be difficult to interest the assured in 
theft insurance, but he will certainly be 
interested in fire, and should be inter- 
ested in liability for personal injury 
and for property damage. The most 
serious automobile accidents seldom 
occur where there is congested traffic 
because of the police regulation. There 
are many minor accidents that result 
in suits for personal injury or for prop- 
erty damage in the larger cities, but 
there is apparently just as much dan- 
ger of doing a pedestrian or the occu- 
pant of some other conveyance serious 
bodily injury on a country road as 
there is on the much traveled boule- 
vards of the city. The arguments that 
hold good for personal liability like- 
wise serve in soliciting property dam- 
age insurance, and collision sustained. 





No Raids by Sprinklers 


Thus far no system of sprinklering 
automobiles that will cut the premiums 
down 90 percent thas been invented. 
The agent writing automobile insur- 
ance is far more certain of the same 
size of commission next year that he 
received this year than the agent writ- 
ing a large mercantile or manufactur- 
ing risk. Many of the agents who have 
had big slices cut from their incomes 
by the installation of sprinkler equip- 
nents have made up their losses 
through automobile insurance. Thus 
far only one device has been put on the 
market that reduces. the automobile 
rate. This is the one-quart approved 
extinguisher and it cuts 15 percent 
It does not, 
however, affect the theft, collision, 


property damage or liability premiums 
in any way. 
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HOW TO SELL ALL LINES 


—_—— 


SUCCESSFUL. WAY EXPLAINED 





Slips Attached to Policies Showing 
Hazards Not Covered Bring In 
Additional Premiums 





One of the problems of selling auto- 
mobile insurance is to get the owner 
to purchase more than two kinds of in- 
surance. Some of the larger city 
offices have solved this problem to a 
considerable extent and have greatly 
increased their automobile premium in- 
come. They attach to each automo- 
bile policy a slip showing just what it 
covers and what it does not cover. 
One used by Critchell, Miller, Whit- 
ney and Barbour of Chicago, is shown, 
as follows: 

THIS POLICY COVERS ONLY 
As Indicated Below 
One Body 

sree care Fire and Lightning Two Bodies 

sediewa Theft, Robbery and Pilferage (in 
full if loss amounts to $25 or 
more) Robes and Clothing ex- 
cluded. 

Pore Transportation Hazards (while car 
is being shipped). 

sees Liability for Personal Injuries to 
the Public, EXCEPT while being 
driven or manipulated by any 
person under the age fixed by law 
or under the age of sixteen 
years in any event. 

scam Workmen’s Compensation Insur- 
ance for Chauffeur. 

where alam Liability for Damage to Property 
of Others (limit $1,000). 

sninewe Collision Damage Sustained by Au- 
tomobile Insured ($25 Deductible 
from any Claim). 


This slip has resulted in many tele- 
phone orders for additional protection 
trom many policyholders. The agency 
also keeps a record of these and the 
policyholders are solicited later for the 
additional line of insurance, and the 
returns have been excellent. 


Agents Can Purchase Slips 


For agencies that do not feel their 
business warrants the expenditure of 
printing a large number of these, THE 
WESTERN UNDERWRITER will furnish re- 
prints of the above that may be at- 
tached as an endorsement to the face 
of the policy, at the rate of 50 for 50c, 
100 for 90c, and 250 for $1.75. Orders 
for such reprints must be accompanied 
with the cash. Agents in a position to 
use a larger quantity can have such 
slips printed by their local printers at 
less than they can be furnished by THE 
WESTERN UNDERWRITER when the cost 
of shipping and handling is taken into 
consideration. 





Growth in Number of Cars 


In four years time the number of 
automobiles registered in the United 
States has increased from 643,498 to 
1,798,096. The increase in registration 
of 1914 over 1913 amounted to 463,149. 
Last year New York came first with 
168,039 registrations; Illinois second 
with 132,199; California third with 122,- 
625; Ohio fourth with 122,071; Pennsyl- 
vania fifth with 112,000, and Iowa sixth 
with 106,250. Massachusetts, Michigan 
and Texas all had in excess of 75,000, 
and Indiana, Minnesota, Missouri, Ne- 
braska, New Jersey and Wisconsin be- 
tween 50,000 and 75,000. 





Obsolete Cars Bad Risks 


Fire companies that have kept a tab- 
ulation of experience by makes of cars 
have discovered that obsolete vehicles 
show an extremely high loss ratio. 
Where the manufacturer goes out of 
business, the market for that particu- 
lar make of car seems to be absolutely 
cut off. It is sometimes impossible to 
secure parts of such cars, and a bad 
moral hazard is immediately created. 

ome companies are refusing absolute- 
ly to write all makes of cars that are 
no longer manufactured. 





























Automobile Policies 


of the 


“Two Hartfords” 


Enable agents to sell policies backed by more than Twenty-eight Mil- 
lions of Dollars of Assets and a Surplus to Policy-holders of over 
Eleven Millions of Dollars, with full confidence that their offerings 
will be handled with ‘‘Hartford’’ Methods and “‘Hartford’’ Service. 











The 
Hartford 
FIRE 
Insurance Co. 


Offers Policies insuring 
Automobiles against 


FIRE 
THEFT 
COLLISION 


and also writes 


All lines of Fire, Inland 
Marine and Transpor- 
tation Insurance. 


x 


























Hartford 


ACCIDENT and 
INDEMNITY Co. 


Offers Policies insuring 
Automobiles against 


LIABILITY 


PROPERTY 
DAMAGE 


COLLISION 


and also writes 


All lines of Casualty In- 
surance and Surety 


Bonds. 














Hartford Fire Insurance Co. 


MARINE AND TRANSPORTATION DEPT. 


C. S. Timberlake 


General Agent 





R. M. BISSELL, President 





Hartford Accident & Indemnity Co. 


Norman R. Moray 


Vice-Pres. and Manager 


HARTFORD, CONN. 





Agency representation of the HARTFORD is an asset that is steadily 
increasing in value. 
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CAN WRITE ALL LINES 


OHIO CHANGES ITS ATTITUDE 





Now Permits Companies of Other 
States to Grant All Coverages 
Permitted by Charters. 





Fire insurance companies that were 
eliminated from the automobile prop- 
erty damage field in Ohio some time 
ago by a ruling of former Superintend- 
ent Moore expect to again take up this 
line. The American Automobile of St. 
Louis was last year licensed by Super- 
intendent Russell for all of the lines 
permitted by its charter, and that li- 
cense was renewed by Superintendent 
Taggart this year. The company is 
authorized under the license to place 
insurance upon automobiles against 
loss or damage by fire, theft, transpor- 
tation, loss or damage resulting from 
accident to property, and to make in- 
surance, except employers’ liability in- 
surance, to indemnify persons and 
corporations against loss or damage for 
personal injury or death resulting from 
automobile accidents to other persons 
Or corporations, as prescribed in the 
general code. 


American Automobile License 


Superintendent Taggart cites as his 
authority for reversing the opinion of 
former Superintendent Moore the case 
of the State vs. Vorys. The question 
at issue in that case was whether a 
foreign fraternal beneficiary association 
which had complied with the laws of 
its own state had a right to a license, 
though it did not comply with the Ohio 
laws relating to domestic associations. 
The supreme court held: “That such 
associations had the right to be ad- 
mitted to do business within the state 
of Ohio, when it shall have filed with 
the superintendent of insurance the 
documents prescribed by statute.” 

When the American Automobile ap- 
plied for a license A. I. Vorys, who was 
one of the parties in the former case 
as superintendent of insurance, filed a 
brief with Superintendent Russell. 


Brief by A. I. Vorys 


Among the ‘cases he cited was State 
vs. the Aetna Life, in which the com- 
pany was upheld in its contention that 
it could write both life and liability in- 
surance in Ohio, despite the fact that 
Ohio companies could not do this. The 
syllabus in this case said that in the 
absence of any statute in Ohio prohib- 
iting life insurance companies from 
doing an employers’ liability insurance 
in the state, and the business itself 
being by statute expressly authorized, 
a life insurance company, incorporated 
and organized under the laws of a sis- 
ter state, and empowered by its charter 
to engage in the business of employers’ 
liability insurance, may by its comity 
that prevails between the states be 
licensed and permitted to transact such 
business in Ohio, although the Ohio 
statute has not in expressed terms con- 
ferred upon domestic life companies 
authority to engage in or transact that 
particular kind of business: Judge 
Crew added: “It is not the policy of 
this state to repel or discourage solvent 
reputable foreign companies from do- 
ing business within its borders, and the 
court will not anxiously seek an excuse 
in its statute to drive them out.” 

Tendency Toward Liberalization 

This is but one of the victories that 
automobile insurance people have se- 
cured in their contention that they 
should be permitted to insure owners 
of cars against all hazards to which 
they may be subject under one policy. 
The laws of a number of states permit 
companies to so insure, but in many, 
including New York, fire companies are 
limited to fire, transportation, theft, 
collision and property damage, and 
casualty companies to collision, prop- 
erty damage and liability for personal 
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injury. In some states fire companies 
are not permitted to write property 
damage. It has been a sort of a para- 
dox that only casualty companies are 
allowed to write so-called burglary in- 
surance when it applies to valuables 
kept in the home or place of business, 
and holdups on the street, while they 
are not permitted to write theft insur- 
ance of automobiles. 


May Be An Entering Wedge 


There is a general tendency to break 
down the bars that have been raised 
between the two distinct lines of in- 
surance, fire and casualty, and this sub- 
ject now comes before each meeting 
of the insurance commissioners. There 
is a desire on the part of many super- 
vising officials to permit one company 
to write all lines of automobile insur- 
ance, but the laws of the state cannot 
be construed to allow this in many in- 
stances. It would seem that automo- 
bile insurance will ultimately be the 
entering wedge that will result in fire 
and marine companies being allowed to 
write any and all casualty lines, and 
casualty companies to write any and 
all fire and marine lines. 





STAMPING BUREAU EFFICIENT 





New York City Finds Office Operates 
Successfully—Other Cities Consider 
Similar Organizations 





New York is the only city in the 
country which maintains a stamping 
bureau for fire lines on automobile 
risks. It is located at 80 Maiden Lane 
and is conducted along lines identical 
with the stamping bureaus handling or- 
dinary fire business all over the coun- 
try. Practically every company writing 
business in New York City is a mem- 
ber of this stamping bureau, although 
not all of these are members of the 
Automobile Underwriters Conference, 
which is handling the bureau in its 
offices. The only companies not in the 
bureau are a few fire companies issu- 
ing a standard fire policy with an auto- 
mobile floater form—these few con- 
sidering their automobile business as 
only incidental to their other lines. 

The expenses of the bureau are met 
by assessments on the members. 

Whether other cities will follow New 
York’s lead and install stamping bu- 
reaus, is a question. Chicago has talked 
of the same thing but it is yet to ma- 
terialize. The idea has not spread, 
largely because of a wide. difference 
of opinion as to its necessity, but that 
the New York bureau is giving satis- 
factory results ata small cost is not to 
be questioned. 











AUTOMOBILE FIRE SPRINKLER LEAKAGE 


VULCAN INSURANCE CO. 


89 Fulton St., NEW YORK 


AUTOMOBILE RATES 
EFFECTIVE MARCH 1, 1915 


On gasoline power private pleasure automobiles and commercial vehicles such 
as delivery wagons and trucks based on Manufacturers’ Original List Prices. 

















: Limits of am insurance include equip- Rate for polic Rates for polic 
et Hay ast abdumeend bodies. “See Additional INCLUBIN COVERING 
Equipment and Additional Bodies rules. wdiantias demain: —" 
This year and next year models in hands of 
original owner- 

Original List Price—$3,500 and over....... 1.20% 1% 

Original List Price—$1,500 to $3,499....... 1.30% 1% 

Original List Price—Under $1,500......... 1.50% 1% 
Insure for not more than 90% of cost nor less than 70% of 

Original List Price. Min. Prem. $7.50 Min. Prem. $5.00 
Last year models in hands of original owner 
(One year old) 

Original List Price—$3,500 and over....... 1.20% 1% 
Insure for not more than 80% nor less than 50%. 

Original List Price—$1,500 to $3,499....... 1.50% 1% 
Insure for not more than 70% nor less than 50%. 

Original List Price—Under $1,500......... 2.25% 1.75% 
Insure for not more than 60% nor less than 50%. Min. Prem. $10.00 Min. Prem. $5.00 
VULCAN INSURANCE COMPANY’S 

Renewals only. 
Year before last models in hands of original 
owner (Two years old) 

Original List Price—$3,500 and over....... 1.90% 1.40% 
Insure for not more than 70%. 

Original List Price—$1,500 to $3,499...... 2.95% 2.45% 
Insure for not more than 50%. 

Original List Price—Under $1,500......... 3.50% 38% 
Insure for not more than 40%. Min. Prem. $10.00 











Send for complete rate sheet 


We Invite Your Patronage 
Prompt Settlements 


Liberal Adjustments. 




















Careful Drivers Sued 
No matter how careful a driver or 
owner may be, he still needs liability 


and property damage insurance. Many 
of the cases brought for a personal in- 
jury or injury to property against au- 





tomobile drivers are based on acci- 
dents that are in no way the fault of 
the driver. It has been found an easy 
matter to collect damages from own- 
ers, for the sympathies of the jury are 
always with the pedestrian rather than 
with the driver. 


_ 
sn 
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AUTOMOBILE CONFERENCE 
FOUR TERRITORIAL BODIES 





; Organization of Fire and Marine Com- 


panies Formed Four Years Ago 
Has Forty-five Members 





New York, March 29, 1915. 

The Automobile Underwriters Con- 
ference, which was started in the fall 
of 1911, has grown until it now has 
a membership of forty-five, or all but 
about ten of the companies writing fire, 
theft and transportation insurance on 
motor cars throughout any extensive 
territory. Various companies doing 
only a local business have been slow to 
affiliate. 

The work of the conference is han- 
dled through four departments, located 
in New York, Chicago, San Francisco 
and Montreal. Each of these divisions 
have staffs of regularly elected officers, 
consisting of a president, vice-president 
and secretary, and committees to han- 
dle executive and arbitration questions. 


Simple Rate Sheet Popular 


The advisory rates are handled under 
two schedules—the simple form and 
the so-called “baseball” form. The 
first-named is used throughout the 
country with the exception. of New 
York and other cities in the east where 
the principal marine companies are lo- 
cated and where the business is almost 
entirely handled over the counter in the 
city agencies. With the fire compa- 
nies, where the business is handled 
through scattered agents, the “base- 
ball score” is unpopular because of its 
complications and the impossibility for 
that reason of ever having agents ac- 
custom themselves to its use. Espe- 
cially is this true of the country agents. 

Rates Constantly Changing 


Owing to the rapid changes in the 
automobile manufacturing business, the 
rate sheets issued by the conference 
must be continually changed to meet 
conditions. The tendency today is to 
raise the rates on cheap cars and to 
lower the rates on high-priced cars. 
Concurrent with the drop in the price 
of automobiles have come cars of poor 
construction, resulting in an increase in 
the hazard. Because a car is rated 
high, however, does not always indi- 
cate that_it is not a profitable risk to 
write. For instance, the Ford has 
given the companies better returns on 
their money than probably any other 
car written. Another profitable class 
of business is that written in small cit- 
les and towns and in the country and 
companies now realize that one thou- 
sand country agents, writing five cars 
each, will produce a better loss record 
than will fifty agents, each writing one 
hundred cars. 


Officers of Conference Bodies 


The officers of the different depart- 
ments of the Automobile Underwriters 
Conference are as follows: 

Eastern—Frederick W. Day, presi- 
dent; Douglas F. Cox, vice-president; 
W. A. Hamilton, secretary; L. R. Bow- 
den, chairman executive committee. 
The territory under the jurisdiction of 
this department includes the Metropol- 
Itan, New England, Middle Western 
and Southeastern districts. 

Western—P. W. Cadman, president; 








John E. Hogan 
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Room 231, Insurance Exchange, CHICAGO 
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C. R. Osborn, vice-president; Fred J. 
Sauter, secretary-treasurer; A. T. Gra- 
ham, chairman executive committee. 
This includes the same territory taken 
in by the Western Union. 

Pacific Coast—Sam B. Stoy, presi- 
dent; T. H. Williams, vice-president; 
A. E. Webber,  secretary-treasurer; 
Sam B. Stoy, chairman executive com- 
mittee; J. Hunter Harrison, chairman 
arbitration committee. 

Canadian — William Mackay, presi- 
dent; A. M. M. Kirkpatrick, vice-presi- 
dent; L. Howgate, secretary-treasurer: 


Territorial Divisions 


For rating purposes the country is 
divided into six different departments 
and districts, as follows: 

New England—Maine, New Hamp- 
shire, Vermont, Massachusetts, Rhode 
Island, Connecticut. 

Middle—New York (except the met- 
ropolitan district), Pennsylvania, Dis- 
trict of Columbia, New Jersey (except 
the metropolitan district), Delaware, 
Maryland, West Virginia. 

Western Department—Ohio, Iowa, 
Wisconsin, Minnesota, Nebraska, Colo- 
rado, Michigan, “Kentucky, North Da- 
kota, South Dakota, Indiana, New 
Mexico, Illinois, Missouri, Kansas, 
Wyoming, Oklahoma. 

Southeastern — Virginia, Alabama, 
Arkansas, Mississippi, Georgia, Florida, 
Louisiana, North Carolina, South Caro- 
lina, Texas, Tennessee. 

Pacific Coast—Oregon, Washington, 
Idaho, Montana, California, Arizona, 
Utah, Nevada. 

New York Metropolitan — Long 
Island, New York City, Westchester, 
Richmond and Rockland. 





NO STANDARD POLICY LAWS 





Forms Used by Most Companies 
Drawn Up by Automobile Confer- 
ence and Compensation Bureau 





There are no standard automobile 
policies in the same sense that there 
are standard fire insurance policies. No 
state has as yet prescribed a form. How- 
ever, the majority of fire and marine 
companies use virtually the same con- 
tracts and the majority of casualty 
companies use almost identical policies. 

The automobile underwriters’ con- 
ference has a committee on policy forms 
that has done much to standardize the 
fire and marine form and the work- 
men’s compensation bureau has a simi- 
lar department which recommends a 
standard form for liability. The two 
organizations have cooperated in the 
wording of the collision and property 
damage features of the contract. 

number of companies, however, 
have little features to their contracts 
that they use for selling -points, and 
others change minor sections on the 
suggestion of their legal departments. 

In view of this and in view of the 
fact that automobile insurance has been 
written for but a very short period of 
time, no large number of court deci- 
sions have been handed down, constru- 
ing the exact meaning in unusual cases 
of the terms of these contracts. Many 
of the decisions, however, that have 
been handed down under marine in- 
surance policies, fire insurance policies, 
and various forms of casualty policies, 
are applicable to the automobile con- 
tract. ? 

The small number of cases that have 
been taken into court under automobile 
policies shows the general tendency to 
amicably settle all losses under these 
forms, and assures the agent that auto- 
mobile insurance will not be a source 
of unpopularity to him personally, when 
losses are sustained. 





$80,000 Automobile Premium 


The New England Casualty has re- 
newed its blanket automobile policy 
covering the Ford Motor Car Company 
throughout the United States. The 
original contract was made last year 
and the premium amounts to about 
$80,000 per year. 


MANY MUTUALS ACTIVE 


RECIPROCALS ARE ALSO BUSY 





Both Forms of Companies Must Con- 
tend With Conflagration Hazard 
and Fluctuating Loss Ratio 





dred mutuals and 
changes that are writing automobile 
insurance. Many of these are writing 
all lines, while some of them are only 
taking the so-called fire end, or the so- 


less than the tariff rate, either issuing 


ing dividends. Some of these have the 
backing of automobile clubs and are 


ness. Probably only a very small num- 
ber of these will be permanent organi- 
zations, as the laws of the majority of 
states are so liberal as regards the or- 
ganization of mutual companies that 
many have inefficient management and 
many of them are operating on bases 
that are not sound. 


Serious Conflagration Hazard 


One of the great difficulties of the 
automobile business is the conflagration 
hazard that companies subject them- 
selves to in the writing of the fire fea- 
tures. Several cars of one company 
might be in the same garage at the 
time of fire and cause an unusually 


larger cities fires might wipe out the 
usual “automobile rows.” Stock com- 
panies take care of this conflagration 
feature by reinsuring part of the risk. 
Some stock companies reinsure a por- 
tion of all automobile lines in other 
companies, while others carry what is 
known as excess liability reinsurance, 
a form of contract that pays to the 
ceding company all in excess of a cer- 
tain amount that is lost in one fire. 


Fluctuating Loss Ratio 


Another feature of the automobile in- 
surance business that makes it difficult 
for mutuals to conduct it successfully is 
the fact that the loss ratio is affected more 
by business conditions than is the loss ra- 


There are probably more than a hun- | 
interinsurance ex- | 


heavy loss to the company or in the | 


i) 
| 


tio on ordinary fire business. When the 
cotton crop went bad in the south last 
year the loss ratio on automobiles 
jumped higher probably than the loss 
ratio on anything else. The first things 
that people wanted to get rid of were 
their luxuries, and private pleasure cars 
are in the majority of cases still lux- 
uries, 





Collision Insurance Covers 


The ordinary collision policy covers 
all damage to the car caused by colli- 


| sion with movable or immovable ob- 
| jects, except all loss or damage caused 


securing a considerable amount of busi- | 


by striking any portion of the roadbed. 
Many agents have construed this clause 


called casualty end of the business. | to mean that damage to the car by run- 


All of them are offering insurance at | 


ning into the ditch or into a telephone 
pole is not covered. The Georgia su- 


policies at lower premiums or promis- | preme court has held, however, that 


| when a car runs into the ditch on the 


side of the road and into the bank on 
the further side of the ditch, that the 
insurance company is liable for dam- 
ages. 





Washington Jitney Law 


Washington has a new law requiring 
operators of motor propelled vehicles 
for carrying passengers, except street 


| cars, within the limits of a city of first 
| class, to secure a permit and to file 
|a bond for $2,500, executed by a li- 


censed surety company, running to the 
state and providing for payment up to 
the amount of the bond of damages for 
personal injuries. 





BLANKET ACCIDENT POLICY 
The Automobile Owners Service Com- 


| pany of Chicago, which was organized 


| 
| 





last fall for the purpose of furnishing 
legal advice and service to owners of au- 
tomobiles and motor trucks, has recently 
made arrangements with the American 
Bankers of Chicago whereby it is issuing 
a multicoverage automobile accident pol- 
icy. The policy is issued only through 
the Automobile Owners Service Company. 
The contract covers accidents happening 
to the applicant, or to any other of four 
persons named by him, while riding in 
the applicant’s automobile, except hired 
drivers. It provides an indemnity of $25 
per week for not to exceed 10 weeks for 
total disability, and $10 per week for not 
to exceed two weeks for partial disability. 
The cost of the policy is $10 per year, 
and the Automobile Owners Service Com- 
pany is offering both its legal service 
contract and the automobile policy for 
$12.50 per year to the first one thousand 


applicants. 
| 








Telephone Wabash 595 


I DESIRE TO ANNOUNCE THAT I HAVE OPENED AN OFFICE FOR THE PURPOSE OF 
ADJUSTING AND APPRAISING FIRE AND AUTOMOBILE LOSSES. 


Your Patronage Is Respectfully Solicited 


J. ALFRED THIBAULT 


Ro 
Refer by Permission to Capt, A. F, Bullard 


CHICAGO. APRIL 5, 1915 


om 2033—Insurance Exchange, Chicago 

















The Prestige 
of The Pioneer 





The Idea of Automobile Insurance 
Originated with THE BOSTON. 


The Public was Educated in the Need 
For, and Service of Automobile 
es Insurance by THE BOSTON. 


Insurance Agents were Introduced to 
the Limitless Possibilitiesof Automo- 
bile Insurance by THE BOSTON. 


The Agency Methods and Policy Forms and 


Provisions of This 
Models Now as Much as Ever. 


A. D. BAKER & COMPANY 














‘‘Pathfinder’’ are 

















Western Managers 


Lansing, Mich. 
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WHY AUTOMOBILES BURN 


| fires have been caused by spontaneous 


—_—- 


ELECTRICAL HAZARDS SERIOUS 


as some people think. A number of 


combustion from cloths or rags that are 


| used to wipe off the machine and put 
| back in the tool box, from which no 


Machines Bumped About With Dan- | 


gerous Combination of Gasolene, 
Gas and Electrical Apparatus 


Many owners of automobiles take the | 


attitude that the majority of motor car 


fires are the result of intent to burn on | owners believe. 


the part of the owner or the chauffeur. 


They seem to forget that they would | 
consider a gasolene can a hazard at the | 


home, but they will carry a gasolene 
engine and many electrical hazards 


air is allowed to escape. 
Pires in Garages 


Every car at occasional intervals is 
taken to some public garage or repair 
shop. As the regular fire insurance rate 
on these buildings is extremely high, 
the hazard is big and the danger of cars 
burning there is not as small as many 
Many automobiles also 
burn up in private garages. Sponta- 
neous combustion of oily rags left about 
the garage, fires started by tramps and 


| fires started by thieves, in addition to 


about over rough roads and not con- | 


sider the danger as great. Some under- 


writers are of the opinion that while | 


the gasolene hazard is great, the elec- 
trical hazard today in many cars is 
much greater. There are generators, 


automatic starters, lighting system and | 


gear shifting devices, all operated by 
electricity, and each one of these op- 
rate on a high amperage and are in 
service at all times. There is consid- 
erable danger of short circuiting and 


cause a fire, but when combined with 
the gasolene hazard are extremely dan- 
gerous. The hazard of the magneto 


hazard of these newer electrical appli- 


a great deal of the time. 
Spontaneous Combustion 


The great danger in the gasolene is 
from defects or damage to the tank 
itself, or the piping. When a leak comes 
near the exhaust a fire is almost sure to 
occur. Smokers also are a bad com- 
bination with a leakage. The gas and 
acetylene lighting systems that are 
used on cars furnish a further fire 
hazard. Backfiring is a much abused 
explanation for automobile fires. It 
does cause some fires but not as many 


all of the fires that start from the more 
common causes, such as sparks, light- 
ning and smoking, contribute their 
share to the losses. 





Testing Jitney Ordinance 
The requirement of liability bonds in 


| the Fort Worth _jitney ordiance, which 


| is now pending in the court of criminal 


appeals of Texas on a test case, is the 


| feature on which the decision "of the 


Rae : | case is expected to turn. 
these short circuits are sufficient to | 


The enforce- 


| ment of the ordinance has been sus- 


: | Waco. 
ances, for the magneto is turned off | adopted at El Paso, effective April 24, 


pended pending the decision of the 
higher court. The jitney cars have 


ve : | been put out of business by the new 
and coil is considerably less than the | P d 


ordinance recently put into effect in 
An ordinance also has been 


which requires jitney owners to fur- 
nish $5,000 bond for the protection of 
passengers, a feature which is not in- 
cluded in the regulatory measure of 
other Texas cities. 





Richmond Thefts Numerous 


Thefts of automobiles are becoming 
so frequent in Richmond, Va., that 
Chief of Police Werner felt constrained 
a few days ago to issue a special order 
to his men directing them to use every 
effort to run down the thieves and pre- 





vent recurrence of the thefts. In most 
cases the machines are taken by joy- 
riders, who abandon them after a few 
hours of sport. So far there has been 
no rate disturbance because of thé 
thefts, the companies having suffered 
but little actual loss. 





“First Love” Is “Only Love” 


It seems to be a general rule with 
many agents to give all of the auto- 
mobile business to one company though 
they may represent two or three that 
write the line. It has always been cus- 
tomary for fire agents to remember the 
companies that first planted with them 
and give them an excellent, if not the 
largest, line of business that they give 
to any one company. In the automo- 
bile business they seem to go consid- 
erably farther and give all of the auto- 
mobile premiums to the company for 
which they wrote their first automobile 
policy. 





Permanency of Business 


Although the life of the average au- 
tomobile is only a few years an auto- 
mobile insurance account possesses a 
permanency. If a man is once an own- 
er he is usually an owner forever. 





There are very few persons that the | 


average agent can think of who owned | 


automobiles once and do not now, un- | 
less business reverses have interfered. | 


Which Is Liable? 


In a suit for damages arising out of a 
collision between a motor truck and 
a motorcycle at a street intersection the 
Indiana supreme court, among other 
points, makes this: That in the absence 
of a law or ordinance governing it, the 
first traveler reaching a street intersec- 
tion has the right of way. 








Still Seeks Reduction 


| 
Despite the fact that the Workmen’s 


Compensation Bureau last week voted 
not to make any reductions in automo- 


| boys, two aged 18 and one aged 21. 





bile rates at any point, the Chicago 
Casualty Association is still hoping to 
secure a reduction for Cook county. A 
number of companies not in the bureau 
are writing ‘at considerably less than 
the present scale, and at less than the 
scale proposed by the casualty associa- 


| tion, and are getting a large share of 


the business. 





NATIONAL FIRE ENTERS FIELD 


Sewall & Alden, New York, Get Com- 
pany for Automobile Business 
in Five States 


Sewall & Alden of New York have 
taken the National Fire of Hartford 
for automobile lines in New York, Con- 
necticut, Pennsylvania, New Jersey and 
Maryland and the District of Columbia. 
The National takes the place in their 
office of the General Motor Underwrit- 
ing Agency, composed of The Ameri- 
can & Foreign Marine, British & For- 
eign Marine, Ocean Marine and Re- 
liance Marine. Sewall & Alden are 
managers of the casualty department of 
the Preferred Accident and do a large 
automobile casualty business through 
that company. 





GETS YOUTHFUL THIEVES 


T. T. North, a Chicago adjuster who 
specializes on automobiles, recovered a 


| ear at Logansport, Ind., Tuesday, that had 
| been stolen from Hamilton, Ohio, by three 


They 
had made the trip from Hamilton and 
stolen another car at Logansport to take 
new fuse plugs for the Hamilton machine. 
At the same time they attempted to sell 
the Prestolite tank on the newly stclen 
car, and were arrested. They have been 
bound over to the grand jury at Logans- 
port on the charge of grand larceny, and 
when their trials are completed there they - 
will be taken back to Hamilton, Ohio, and 
charged with the theft of the original car. 
The first car was insured in the Orient. 





The city council of Decatur,: Ala., has 
under consideration the question of re- 
quiring a high license and a heavy indem- 
nity bond for all “jitney bus” operators. 























If you could offer a standard automobile 
policy in the best American insurance company 
wouldn’t that assist your 


If you could offer just the coverage that each 
automobile owner wants, either full or partial 
coverage, wouldn’t that help, alsor 


AUTOMOBILE INSURANCE 
Are YOU Getting YOUR Share 


If you are not, you should get busy. 


that land the business? 


If you could truthfully 








INSURANCE COMPANY OF NORTH AMERICA 
AUTOMOBILE DEPARTMENT 


If you could offer the same rates that young, 
untried and smaller companies ask, wouldn’t 


indemnity and service and fairness in the ad- 
justment of losses, wouldn’t you be able to 
hold the business against all competition? 


? 


promise unquestioned 





PLATT, YUNGMAN & CO., General Agents 


400 Walnut Street, 


PHILADELPHIA 
































